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All Orders 
Shipped 
The Same Day 


as 
Received! 


When you want garage or builders hardware in a hurry, put your 
requirements up to NATIONAL. Making a full line, and making it 
of such dependable quality that no one dare criticize its value is one of 
the important principles on which our business has been built. 


A perfect product, perfectly packed and properly presented to pro- 
duce pleasing profits is the National way of doing business. That’s 
why we sell only DIRECT TO THE RETAIL TRADE. Time has 
demonstrated it to be the best. 


It enables us to offer you the finest quality of hardware at the most 
attractive prices, and to further enhance profits for you by supply- 
ing closer and more intimate co-operation in advertising and selling 
them. We invite you to investigate our facility to serve you. 





cae Read These Particulars Carefully 


In presenting the National No. 25 Swinging Door Latch for your 
consideration, we desire first of all to call attention to its superior 
construction. Made entirely of steel with an unbreakable brass 
spring. The large bolt is sherardized and has a rounding face 
which works easily on the roller-shaped edge of the strike. Handle 
is placed back of center of case to prevent injury to hand when 
opening or closing the door. Strike has wide opening which in- 
sures a positive lock even should the door sag. Adjustable for 
doors of all thicknesses from 34 to 2% inches. Easily installed— 
simply bore 4 inch hole for handle and insert screws. Packed 
one in a box, complete with screws. 








National Mfg. Company 


STERLING, ILL. 
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Filling the Winter Needs of the Golfers 


F you haven’t sold golf supplies 
before, you will find that the 
winter months offer an oppor- 
tunity for introducing a good line of 
clubs, balls, bags, rubber tees and 
sport clothing. The winter is the 
time when many beginners learn the 
game because they think the links 
will be deserted. The beginner needs 
everything and is a good customer. 
While it is true that there are 
fewer players in cold weather than 
are found in the warmer months, the 
needs of the individual players are 
much greater. The equipment per 
man makes a much higher bill of 
sale, 


Golfers Are Enthusiasts 


One of the most important things 
to remember about the game is the 
fact that its adherents are the most 
enthusiastic sportsmen to be found. 
Golf is probably subjected to more 
ridicule than any other outdoor sport, 
yet all golfers are able to tell you of 
the scores of “scoffers who remained 


Those Who Play the National 
Game of Scotland Are Potential 
Customers Irrespective of Seasons 
— Selling Ideas for the Sporting 
Goods Department 


to play.” The same people who laugh 
try the game, and are invariably 
struck with the scientific skill re- 
quired and the real pleasure to be de- 
rived from the pastime. Golfing of- 
fers exercise without danger of ex- 
cess to the older man. To the 
younger man it offers a demonstra- 
tion of skill governed by well-de- 
veloped muscular control. The length 
of drives, the number of shots per 
hole, the score for the first nine holes 
and for the entire eighteen, become 
the most important topics to even 
the beginner on his very first at- 
tempt. 

Golf looks like a simple game until 
you try it. Then you realize that a 
low score is a mark of skill deserving 
of respect. The first feeling of the 
novice is disgust at his erratic shots, 
and then comes the determination to 
improve. The third and lasting sen- 
sation is the pride that comes with 
improvement over previous scores. 


Stocking Up for Winter 


Inclement weather holds no terrors 
for golfers. Rain, sleet, slush and 
snow merely make the low score the 
topic for more eulogy. If the links 
are covered with snow the enthusiast 
uses a red ball so that the contrast of 
colors make it easier to find. 

In the winter the dealer should add 
to his golf supply stock a line of 
heavier-weight golfing togs, heavier 
and warmer woolen stockings and 
stouter shoes. He should also carry 
leather-covered vests, or jerkins, as 
they are called. The golfer must 
have freedom of his arms in order to 
get the proper swing, a point which 
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makes the jerkin a very much sought- 
after piece of apparel in the cold 
weather. It is not only serviceable 
but very warm. Many golfers wear 
wristlets or kid gloves to protect the 
hands. In the winter rubber tees are 
necessary as the dirt is too hard to 
use in teeing up the ball. The rules 
of the winter game also permit the 
use of the rubber tee for strokes on 
the fairway, and rubber tees are fre- 
quently lost and forgotten. 


The Necessary Clubs 


A full line of clubs is necessary at 
all times, and a bag is also indispen- 
sable. Some players buy an extra 
plain white canvas bag for winter 
use and keep a better grade of con- 
tainer for summer use. All players 
need a minimum equipment of a bag, 
a five-club set consisting of a driver, 
brassie, mid iron, mashie and a put- 
ter. They will also need at least 
half a dozen balls and a rubber tee. 
This outfit totals a fair amount and 
offers the merchant a real, substan- 
tial profit. As the player advances 
in skill and his enthusiasm increases 
he will come back for a niblick, cleek 
and special putters. 

When a customer buys golf equip- 
ment the dealer would do well to take 
his name and address, creating a 
bona-fide golf prospect list*for cir- 
cularizing. If he doesn’t include a 
golf suit in the initial purchase, why, 
you have a first rate prospect for 
these togs, provided you carry such 
an extensive stock of sporting goods. 
Send him a letter and tell him what 
you have to offer in this line. He 
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The Graves Hardware Co., Springfield, Mass., furnishes a net so that customers may actually test clubs before purchasing. This 
form of service has resulted in many an additional sale 


will soon feel the necessity of proper 
attire, as knickers are more comfori- 
able to play in. With them there is 
no disconcerting flap of loose trous- 
ers, and in the cold weather the 
added warmth of wool stockings is 
appreciated. Also remember that a 
regular golf suit is very stylish and 
useful for ice-skating and hiking. In 
your letter be sure to mention leather 
vests and rubber tees. 

Golfers lose many balls, and it 


would undoubtedly prove worth while 
to send out a postal card monthly on 
these items giving quotations on the 
brands handled. In this connection 
it is well to remember that many be- 
ginners and others use repainted 
balls known as “repaints.” These 
balls can be bought usually through 
the same distributor that supplies the 
new ones. Repaints sell, as a rule, 
for about 50 per cent or less than 
new ones, but the same percentage 








This company also arranges its stock of clubs in racks according 


to their nature. 


of profit can be made by the dealer. 
In stocking repaints the dealer must 
be wary, as some of them are worth- 
less. If bought from a reputabie 
source, however, it is often found 
that repainted balls give almost as 
good service as the new ones. 

Many hardware merchants have 
found it worth while to have an out- 
door man in charge of sporting goods, 
A man who knows the various out- 
door sports and would be able to talk 
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Plenty of space is provided in which the 


prospective purchaser may take a few preliminary swings 
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on them with authority, could be of 
great service to customers in the 
selection of equipment. 

Such a man would be particularly 
useful in selling golf supplies as a 
little professional touch is to be de- 
sired when it comes to selling cluvs 
and recommending balls. Such a 
service would be a big drawing card 
for any store. 

In picking golf clubs it is neces- 
sary for the customer to try a couple 
of swings with each club in order to 
secure one that will conform to the 
individual’s swing, weight and length 
of arm. For this reason it is de- 
sirable that golf equipment be lo- 
cated in a fairly roomy section of 
the store. This does not mean that 
the smaller stores cannot handle this 
line for they can. Plenty of room for 
swinging the clubs means much, and 
is a factor worth considering. 


A Demonstration Net 


For the dealer who has sufficient 
space at his disposal, a golf depart- 
ment, such as maintained by the 
Graves Hardware Co., Springfield, 
Mass., is very efficient. It will be 
noted from the picture of the in- 
terior of this store that a driving 
net has been set up. The net ar- 
rangement is, without question, the 
best possible method for the customer 
to use in selecting his sticks. He 
can step up to the ball, place it on 
an ordinary door mat and lift it into 
the net. If the club is found to be 
effective after two or three shots, the 
customer may be sure of getting sat- 
isfaction. 

With a net the qualified salesman 
could give brief practical instruc- 
tion on the use of the different clubs 
showing the proper swing. To the 
side of the net in the Graves store 
the various sticks are standing in 
wall racks. This is a good method 
of stocking the sticks as the customer 
can fumble among the sections and 
do his own picking. This store also 
has a few bags on view. 

This company has a small shoe de- 
partment to the rear of the driving 
net. The entire arrangement is very 
businesslike and worthy of duplica- 
tion. 


Another Well-Equipped Store 


Howell Bros., Richmond, Va., has 
a good golf department but does not 
use a driving net. This store uses 
a somewhat different type of club 
rack as can be seen in the accompany- 
ing illustration. They have one cir- 
cular rack and a long side or wall 
display stand. They also carry a 
good assortment of bags, shoes and 
clothing. 

A good window display suggesting 
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Here is a well-designed display of winter golf goods as shown in the store of Baker, 
Murray & Imbrie, Inc., New York City 


golfing in the winter will help stimu- 
late local interest in winter golf, and 
will, of course, be a big aid in the sa’e 
of the various articles of golf equip- 
ment. 


An Effective Background 


A poster-effect background such as 
used by Baker, Murray & Imbrie, 
Inc., New York City, sets off a golf- 
ing window very well. This picture 
shows a snowy background with the 
golfer in the act of making a shot, 
while the typically lazy caddie 
watches, with his hands stuck in his 
pockets. A pair of players are com- 
ing over the hill. 

On display in the window are two 
stacks of clubs, various unmounted 
heads for putters, a complete golf- 
ing suit, several pairs of woolen 
stockings and shoes. 


Supply Your Own Community 


There must be golfers in your town 
and they must have the proper equip- 
ment in order to enjoy the game. Go 
out and play, yourself, and pick up 
some pointers on it, or have your 
sporting goods man take it up. Then 
get acquainted with local golf fiends 
and take on stock. Use your win- 
dows to advantage and maintain the 
best golf department the available 
space affords. Advertise in your local 
papers and tell your customers that 
you are ready to advise and supply 
the golfer, beginner or old-timer, as 
the case may be. 

For the present, concentrate on the 
idea of winter golf. In the language 
of the links, let your sales efforts be 


long accurate drives, mashie over any 
sales resistance and don’t be content 
with weak putting efforts. 

Remember that the golfer is the 
real, dyed in the wool enthusiast 
among sportsmen. He is one cus- 
tomer who is always good for repeat 
orders and once you have proven 
your ability to satisfy him he is your 
friend for life. It is up to you to 
make good with him. 


H. A. Long Heads Group 
Department of M. & A.M.A. 


Hargrave A. Long has been ap- 


pointed manager of the Group De- 
partment of the Motor and Accessory 
Manufacturers Association. This new 
division was created on January in ac- 
cordance with the policy of the asso- 
ciation board of directors to organize 
the 400 affiliated companies along more 
specialized liries. Tentative plans have 
been projected for commodity divisions 
representing the principal parts and 
units in the automotive field. 

Three groups in the Motor and Ac- 
cessory Manufacturers Association are 
already in operation: Leaf Spring 
Group, Sheet Metal Group, Wood 
Wheel Group. 

Present members of the association 
and new concerns, as they are eligible 
to membership, will be asSigned to 
groups according to the product which 
they manufacture for the automotive 
industry. All concerns making the 
same unit or commodity will consti- 
tute a special group, thus extending the 
scope of the association’s services and 
enabling it to meet more fully the spe- 
cialized needs of the various classes of 
its membership. 
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OOTBLACKS and barbers, as a rule, have 
B long, wavy, elegant hair. John D. Rocke- 
feller has none, and Henry Ford’s hair is 
nearly as thin as Thomas Edison’s. There are 
practically no baldheaded men in the insane 
asylum. You can draw your own conclusions. 
* * * 


How do you get up in the morning? Just how 
many calls do you receive either from the trusty 
alarm clock or your wife? The man who jumps 
out of bed and is thoroughly awake from then on 
has the advantage of the man who is called eight 
times, rolls over eight times more and catches 
those extra naps. 

*% * %* 

You can buy a pretty good cake of soap for 
ten cents and it will last more than a week. The 
impression that dirty hands make upon a cus- 
tomer is too expensive to chance when soap is so 
cheap. 

* * *% 

An unshaven chin denotes a lazy, if not a dirty 
man, 

Don’t jazz your answers. That is, don’t be 
flippant to customers. Be pleasant at all times, 
but never let this reach the stage where a cus- 
tomer may take offense. Your latest slang ex- 
pression may be particularly distasteful to the 
purchaser and result in his going elsewhere to 
trade. 

+ %*% * 

Quitting time means just that. You should 
have your work in such shape that you are ready 
to go home when the time comes. The man who 
habitually stays later is either trying to make an 
impression with the boss, or is not competent. 
The boss is probably convinced that in any event 
he is a slow worker. 

* * * 


“What is worth doing at all is worth doing 
well.” And this should apply to every deed you 
perform during the day. 


Idleness means stagnation. Keep your mind 
occupied all day long. Think out and perfect 
schemes to get ahead without pulling the other 
fellow down. 

* * * 

Never hitch your wagon to anything less than 
a star. And, if it is possible, get something a 
little more staple. 

* * * 

Mr. Carnegie was good enough to give your 
town a library, and you should at least be wise 
enough to use it. There are so many things that 
you don’t know that you might find out about in 
the public library. 

* * %* 

The trouble with most live wires is that they 

require too much insulation. 


The Friendly Road 










Don’t be ashamed to be a practical clock 
watcher. In that way you will never be late for 
an appointment, late in your work or fail to 
realize the importance of every minute. Watch- 
ing the clock does not mean wasting your time 
in doing it, however. 

* * * 


“Time and tide wait for no man,” and there is 
no reason why they should. The man should be 
alive every minute and never in a position where 
waiting is necessary. 

* * * 


Never lose your temper. This is hard advice 
for some to follow, but it is good advice never- 
theless. When some person who occupies a 
superior position to yours, but knows nothing 
about your work, dictates what you should do, 
swallow the dose and keep a cool head. Unfor- 
tunately it pays in the long run, although you 
must admit to state your opinion in no uncertain 
terms is a great relief. However, forego the 
relief and keep your job. 

Keep up with the daily news. It is very em- 
barrassing to ask a man how his wife is on the 
morning that the divorce case is to come up, or 
to jocularly refer to a relative who was buried 
the day before. Read the news closely, not just 
the headlines. 

% % % 

Speaking of success in life, the late James J. 
Hill, railroad builder, said: “If you want to 
know whether you are destined to be a success 
or failure in life, you can easily find out. The 
test is simple, and it is infallible. Are you able 
to save money? If not, drop out. You will lose. 
You may think not, but you will lose as sure as 
you live. The seed of success is not in you.” 


* * * 


When a man chooses you for his friend he pays 
you the highest compliment in his power. The 
greatest gift of one man to another is friendship. 


* *% * 


There can be no indorsement for the mer- 
chant who takes a slipshod, imitation inven- 
tory and then pats himself on the back over 
profits which exist only on paper. There is no 
future for the self-hypnotist. I have only pity 
for the man who is the victim of his own con- 
fidence game. 

* %* 

Sleep is a wonderful tonic and a famous 
health restorer, but an overdose of slumber 
often results in spring fever and a torpid busi- 
ness liver. 

* * * 

Don’t be a wheelbarrow man in a motor age. 
It takes high-power ideas to buy high-power 
cars. 
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Getting Leads From Your Customers’ Homes 
Here’s a Method by Means of Which the Plumbing 
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and Heating Department Can Line U Pp 
Future Business for the Entire Store 


T has always been a mystery to 
me why the average hardware 
store, operating a plumbing and 
heating department, persists in hid- 
ing it either in the basement or in 
some out-of-the-way corner. I call 
to mind scores of stores that pay 
little or no attention to plumbing dis- 
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Jones Hardware Co. 
Plumbing and Heating Dept. 
Daily Time Card 








Time | Where Worked | Total 





815 
30 
45 





915 
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45 
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Workman, H, J. Brown | 








This shows the front of the suggested 
workman’s time card 


? heating departments. 
? no display whatever. 





By JACK GRAHAM 


plays of any kind, confining their 
activities to small repair work, a 
little contract work—usually houses 
—and letting it go at that. Strange 
it is that the merchandizing possibil- 
ities of plumbing equipment espe- 
cially are almost always overlooked. 

I call to mind two stores I visited 
recently, both having plumbing and 
The first had 
In the base- 
ment, bathtubs lay in their crates, 
water heaters the same way, and so 
on down the line. The second has its 
plumbing department on the balcony 
in the rear of the store. It is a rare 
thing for people to climb those stairs, 
so the small display of three wall- 


: hung lavatories, one pedestal lava- 
: tory, two low-down tank closet com- 
: binations and two tubs, doesn’t have 


much of a chance to pay dividends. 
Both stores mentioned are well pat- 
ronized. During my stay in each, 
not less than a total of 200 peopie 
called, and most of them were womeu. 


Why Not Feature Fixtures 


Now, isn’t it reasonable to believe 
that a fine bathroom outfit put up 
front occasionally would help the 
plumbing department show a bigger 
profit at the end of the year? The 
fact is, few hardware men know 
whether or not the department is 
paying dividends. How about fixing 
up a model kitchen, with range, re- 
frigerator, sanitary tables and a good 
single or double-drainboard sink? 
Wouldn’t that hit the eyes of the 
hundreds of women who come into 
your store? Good plumbing fixtures 
have a fascination for most women, 
especially a fine sink. Every town 
of any size has prospects for hun- 
dreds of kitchen sink sales, and that 
means many other things that go 


with them. 


A Valuable Time Card 
Here’s an idea showing how the 


: plumbing and heating department 
? can help to make the whole store 
-? more profitable. 

: tration carefully. 
: front and back of a daily time card. 
“ The front of the card is incidental to 


Consider the illus- 
This shows the 


the story, but the reader will note 





that it provides for quarter hours. 
This is not practised generally, most 
time cards confining the detail to half 
hours. Frequently that means over- 
charging the customer. The journey- 
man gets back at 11.45 and then 
makes out his ticket that he was on 
the Jones job from 9.30 till 12. As a 
matter of fact, a quarter of an hour 
belongs elsewhere. If the journey- 
man loafed it should go in the lost- 
labor column, If he spent his time 
threading bald ends—well, that’s 
productive labor. But the back of 
the card has greater significance. 
The great thing—the big merchan- 
dizing angle—of the plumbing and 
heating department, is that the men 
working in it get into homes! Think 
that over, and then ask yourself how 
many other stores in town have that 


Household Equipment Report 


Bathtub? Yes—Old. 








Shower? No. 





Lavatory? Wall Hung. 





Toilet? Old Combination. 





Gas Water Heater? No—Coal. 





Gas Range? No—Coal. 





Kind of Heat? Furnace. 





Regulator? No. 





No. 





Laundry Trays? 





Vacuum Cleaner? . = 0. 


Washing Machine? No. 





Kind of Sink? Old Wood. 





Remarks: Home now being 


wired for electricity. 


SIGNED, H. J. Brown. 














And here is the one paren the prapnwens are 
recorded 
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opportunity to get real leads for 
sales of everything needed in the 
house. 

Getting Live Leads 


Let’s take a practical, every-day ex- 
ample, to see how this works out. 

Mrs. Brown calls up the Jones 
Hardware Co. and says: “Send a 
man right over. My closet won’t 
work.” Over goes Bill, who has 
been properly coached on how to 
make the most of his daily time card. 
Arriving at the house, Bill is shown 
the way to the bathroom and finds 
out that the ball cock in the tank is 
out of whack. Down he goes to the 
basement to shut off the water, and 
while he’s down there makes a note 
—mental or otherwise—that the folks 
have an old-time furnace, water is 
heated by a little coal heater; and 
there are no laundry trays. Before 
he gets through fixing that closet 
tank, Bill knows that the folks need 
a shower bath; a closet combination 
of better make might be installed; 
kitchen sink is ten years old; coal 
range might be replaced with a com- 
bination coal and gas outfit; furnace 
needs heat regulator, and so on. 
When he gets back the back of the 
time sheet is properly filled out and 
turned in to the proper person. Bill 
has done his job, and in addition to 
that has furnished the store with 
leads—actual prospects—for sales 
amounting to hundreds of dollars. 


The Value of This System 


Think what this amounts to, say in 
five years’ time. If an average of 
only three homes a day are visited 
by the journeymen, that means about 
1000 a year, or 5000 in five years, 
presuming the same houses are not 
visited twice. What a wealth of real 
information this unearths for the 
hardware dealer. It helps to thor- 
oughly know and analyze a territory 
without one cent of cost. It is one 
of the surest ways of building a re- 
liable mailing list, and can be made 
the foundation of a successful busi- 
ness. 

Why not make it compulsory for 
every journeyman to turn in a com- 
plete household equipment report 
every time he visits a home? It is 
worth trying, because it will help the 
whole store. When a drive is made 
on vacuum cleaners, ranges, kitchen 
sinks, or whatever it may be, the 
lists that Bill and others turned in 
will prove invaluable in reaching real 
prospective buyers. 


Frequent Displays 


The hardware store having a 
plumbing and heating department 
should have one good plumbing or 
heating display every month. 
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Special attention might also ke 
given to bathroom accessories, such 
as towel bars, toothbrush holders, 
hooks, glass holders, soap dishes, and 
so forth. These can be made leaders, 
and the live merchant might even go 
to the extent of getting up special 
boxes containing half a dozen trim- 
mings. Medicine cabinets, particu- 
larly when displayed against a black 
background, are very adaptable to 
attractive window displays. Shower 
baths offer exceptional opportunities 
for stunts, 


Opportunities for Expansion 


The time to make a drive for heat- 
ing business never ends. There are 
always customers for this sort of 
business, and it is up to the mer- 
chant to find them. Every customer 
and prospect should get a form let- 
ter—with a return postal card in- 
closed, urging them to have their 
heating plants overhauled and put 


ie 
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of retail merchandise display? 


play consist of: 


tional commerce? 


debtedness. 


ing parlance? 


dent, calamity or disaster. 


show and prove? 


in the credit column. 


turing concern consist of: 
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The Business Quiz—No. 28 


Question No. 1—Why do banks and trust companies decline 
to make payment on “post dated” checks? 

Answer—tThe reason banks refuse to honor “post dated” checks 
is that a check constitutes an order on a bank which the bank can- 
not legally pay before the date set by the maker. 


Question No. 2—What is known as the four basic principles 


Answer—The four basic principles of retail merchandise dis- 
(1) Keeping the largest possible proportion of 
goods handled in plain view; (2) give preferred position to goods 
which have the greatest sale or carry the largest profit; (3) place 
none but clean, fresh, salable merchandise on display; (4) change 
the display frequently so people see something new and attractive. 


Question No. 3—What is known as “open credit” in interna- 


Answer—‘“Open credit” is a term used in international credit 
in debiting the buyer on the books of the vender with any mate- 
rial guarantee or documentary 


Question No. 4—What is known as “scare copy” in advertis- 


Answer—‘“Scare copy” consists of advertising aimed to appeal 
to the reader’s sense of caution and depicts some sort of an acci- 


Question No. 5—What must the books of any business clearly 


Answer—The books of a business must clearly show and prove 
the total assets equal to the total liabilities. 
assets appearing in the debit column and the amount of liabilities 


Question No. 6—What are the four main divisions of inven- 
tory in a going manufacturing concern? 

Answer—The four main divisions of inventory in a manufac- 
(1) Raw material; (2) work in proc- 
ess of manufacture; (3) goods finished and in condition to be 
sold; (4) all other materials and supplies not listed above. 
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into shape. This can be followed up 
with special letters and folders on 
heat regulators, humidifiers, radia- 
tor covers and other specialties. The 
journeymen can be enlisted in this 
campaign by carrying along, on 
every job, a large envelope contain- 
ing two or three booklets. This can 
be addressed personally to the party 
called upon, and is another wedge to 
bigger sales. 

There are wonderful opportunities 
to expand the plumbing and heating 
department by using merchandising 
methods, the same as are used in sell- 
ing other commodities, but the de- 
partment must be given a chance to 
show its worth. Leaving equipment 
in crates and hiding the department 
is the way not to make sales. Take 
advantage of the opportunities peo- 
ple give you every day in the year 
when they ask you to come into their 
homes. That in itself is an asset 
worth thousands of dollars. 
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Using a Kitchen to Sell Kitchen Utensils 


Reynolds, Thompson & Robinson, Norwich, N. Y., 
Recorded Exceptional Sales of Kitchen Ware 
as the Result of a Well Designed Display 


T has often been said that goods 
i] well displayed are half sold and 

it is undoubtedly a true maxim. 
Artistically arranged merchandise 
will command attention where a 
poorly designed display of the same 
articles will be passed by without a 
glance. Some articles are easy to 


of displaying kitchenware in interest- 
ing fashion. The window herewith 
depicted was from the store of Rey- 
nolds, Thompson & Robinson, Nor- 
Wich, N. Y. The display itself is 
the work of Mrs. J. C. Robinson, 
wife of the junior member of the 
firm. 


scuttle is as clean as such an article 
can be. 

Entering the door is a colored man, 
presumably Mammy’s husband. He 
is thoroughly equipped for hunting 
from cap to high laced boots and he 
bears a shotgun in his hand. Across 
his shoulder are slung the results of 


Reynolds, Thompson & Robinson, Norwich, N. Y., enjoyed record sales of kitchen utensils as a direct result of the message 


conveyed by this window. 


arrange, in fact they automatically 
resolve themselves into effects which 
will unconsciously command atten- 
tion. Others require the utmost 
ingenuity on the part of the display 
man, 

In the latter class comes kitchen 
ware. That it is useful cannot be 
gainsaid, but it must also be ad- 
mitted that if it is placed in a heap 
or laid out in more or less haphazard 
fashion it does not tend to quicken 
the pulse. Much, however, can be 
done in the way of display if the per- 
son having the display in charge 
knows his or her business. The 
trained display artist can evolve 
effects that would be beyond the con- 
ception of the layman. 

The accompanying _ illustration 
shows what can be done in the way 


Mrs. J. C. Robinson, wife of the firm’s junioi 


partner, 


The display shows a kitchen at 
the end of an autumn day. Seated 
in a rocking chair in the center of 
the room is a colored woman in the 
act of peeling potatoes. In front of 
her is a table and upon it is to be 
found a complete assortment of glass 
cooking ware. Dishes, plates and 
casseroles are to be found in pro- 
fusion. Behind the glassware one 
sees a bread mixer, while a meat 
chopper is screwed to the front of 
the table. Hanging on the wall are 
a number of utensils of aluminum. 

Behind Mammy is an up-to-date 
range on the top shelf of which is a 
coffee percolator and a_ roaster. 
Upon the range you can see an oat- 
meal boiler and a kettle. The range 
itself is a model of cleanliness and 
fairly shines. The well-filled coal 


was responsible for idea and arrangement 


his day’s hunting. Flanking the 
door one sees a frying pan and muffin 
pan. Rastus is returning from the 
chase and on entering the warm, 
brilliantly lighted kitchen finds sup- 
per in the process of preparation. 
Such is the little domestic story 
told by this window, but that is not 
the only story it tells. Practically 
every article used in the modern 
kitchen is shown and each has a sug- 
gestion to implant in the mind of the 
passerby. You can almost Rear them 
say, “Why not buy me?” This is a 
suggestion that did not go unheeded, 
for according to reports received 
from Reynolds, Thompson & Robin- 
son the window impressed itself upon 
the store’s customers, as was at- 
tested by the sales of kitchenware 
during the period of its installation. 
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Putting the Outdoor Spirit in the Window 














The J. G. € W. Campbell store, Butler, Pa., succeeds in conveying the spirit of the 
woods through the medium of this display 


66 ROTHER, that’s some fine 
B little window!” 

These words came from a 
big, brawny Kentuckian who had left 
the mountains of his home to visit 
in the town of Butler, Pa. Butler is 
a good, little city, progressive and 
thoroughly American, but its 25,000 
population had made it look too civil- 
ized and tame for such a man, and 
he was beginning to long for home 
as he strolled along one of the busi- 
ness streets. 


The Spirit of Outdoors 


He had ambled along thoughtlessly 
and was abreast of the hardware 
store of J. G. & W. Campbell, and 
that is as far as he went. He prac- 
tically stood still in his tracks. Dis- 
play Man Fair had been at work 
and had made a hunting window that 
simply breathed the spirit of out- 
doors. It was no wonder that the 
big man from the South began to 
feel at home. The cut-out man in the 
window had the same kind of boots 
they wore “back home”—big hunting 
boots, built for service. 

There was only one thing to do 
and he did it—he must get inside 
that store and meet that bunch, for 
that was a window fit for men. He 
went inside, got acquainted and de- 
livered an oration about the fine 
window. 

There were plenty of others who 
felt the same way about it. The 
‘sidewalk in front of the store was 


crowded at all hours of the day. But- 
ler is on the main road north of 
Pittsburgh, the one that hunting 
parties take, as a general rule. 


How The J. G. & W. 


Campbell Store, 
Butler, Pa., Succeeded 


in Arousing Local 
Interest and Increas- 
ing Sales by Means of 
Attractive Hunting 
Displays 


Aside from the attractive appear- 
ance of this particular window, the 
fact that this display was actually 
demanded by customers is a matter 
of considerable interest. It demon- 
strates conclusively that the resi- 
dents of a town do keep their eyes 
open for the story that the dealer’s 














And here is another Campbell window equally as good. C. B. Fair is entitled to the 
credit of designing them 
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window has to tell. This window told 
a care-free story of the properly at- 
tired and equipped hunter who was 
about to climb over somebody’s fence 
to his gun, which is already on the 
other side. 

The cornstalks and foliage that 
decorated the window emphasized the 
appeal for the outdoors. The pelts 
and the animal heads suggested the 
possibilities of local hunting, and the 
Campbell store found that the effort 
of Mr. Fair brought additional busi- 
ness to the sporting goods depart- 
ment. 

The first hunting window was on 
view for almost two weeks. The 
second day after it was removed cus- 
tomers began protesting by tele- 
phone, letters and personal calls. 
They didn’t ask for another but they 
demanded that the window be given 
over to another hunting display. 

Another Timely Display 

The first display of this nature 
was a little more elaborate. It 
showed the outside of a long cabin 
with snow upon the roof and on 
the window sill. From the window 
two sportsmen were in the act of 
taking a shot at some unknown ani- 
mal. One hunter was poised with a 
double-barreled shotgun and the 
other was giving directions. This 
display seemed alive. A snow-covered 
tree was at one side with a squirrel 
climbing about. Spread on the out- 
side of the cabin were several pelts, 
and leaning against the front were 
a woodsman’s axe, a shovel, pick and 
a couple of guns. Spread out before 
the cabin were game traps of various 
sizes and design, and to the extreme 
left heavy mackinaw coats were 
hung. 

The imitation snow was arranged 
with rare skill, and looked like the 
real thing. This window stopped 
hunting parties at all hours and re- 
sulted in sales to people previously 


Sales 


McDougall-Butler Holds 


Convention 


The three-day convention of the sales 
representatives of the McDougall-But- 
ler Co., Inc., Buffalo, N. Y., closed 
Thursday evening, January 5, with a 
banquet at the Hote] Iroquois. “Old 
Man Business Depression,” who at- 
tempted to make himself a guest, was 
accorded a cool: reception and several 
diners upon the instigation of A. S. 
Butler, president of the company, for- 
cibly ejected the “Old Man” and greet- 
ed “Mr. Prosperity,” who spoke prom- 
isingly that 1922 would be a great 
year for business. Representatives 
from various parts of the country were 
in attendance. 

Mr. Butler was the principal speaker. 
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While we are on the subject of woodland displays we can’t forget Harry B. Vail of 


M. P. Myers & Co., Inc., Plattsburg, N. Y., 


unknown. As this story goes to press 
the store of J. G. & W. Campbell has 
had two or three more hunting win- 
dows on view and each one has in- 
creased business for these items to 
a great extent. 


A Sales-Increasing Window 


Harry B. Vail, who trims the win- 
dows for M. P. Myers & Co., Inc., 
Plattsburg, N. Y., recently set up a 
hunting window that not only caused 
very flattering comment from the lo- 
cal newspaper, but also increased 
local interest in hunting and brought 
new customers to the store. It served 
to increase sales in the sporting goods 
department. The firm sold guns, 
cartridge belts, khaki clothing, hunt- 
ing boots, ammunition, axes and all 


He outlined the prospects of business 
for 1922 and declared that the year 
promised to be one of prosperity for 
business generally. The sales repre- 
sentatives confirmed his declaration. 
Frank D. Smith, field sales manager, 
known as the “Grand Old Man” of the 
company, was presented a traveling 
bag by the convention members, Proc- 
tor Carr, toastmaster, making the pres- 
entation. 

The keynote of the convention was 
“Make 1922 the Greatest Buffalo 
Quality Year.” Meetings were held 
every day in the company’s convention 
room and every noon the delegates had 
luncheon at the Chamber of Commerce. 
The first day closed with dinner at the 
Hotel Lafayette and a theater party. 
The second evening included dinner at 


who originated this effect 


kinds of equipment that the real 
hunter should carry. 

The display portrays a hunter 
asleep in an over-night camp. He is 
rolled up in his blankets shaded by 
a few spruce trees. A low-burning 
fire is nearby with a collapsible grid 
and frying pan over it. A coffee pot, 
stew kettle and water bucket suggest 
the wonderful appetite that the out- 
door man will have when he wakes. 
The shotgun, hunting knife and axe 
show that he is ready for all emer- 
gencies. ° 

The window tells the public very 
directly that Myers is the place to 
procure equipment of all kinds. That 
the story was well understood was 
proved by the fact that better busi- 
ness followed this display. 


the University Club followed by bowl- 
ing and a buffet supper. Several papers 
were read during the convention and 
the slogan which was continually 
brought before the men was “Make 
1922 the Greatest Buffalo Quality 
Year.” 


William J. Herman Recovering 


William J. Hermann, secretary of 
the Dudley Hardware Co., Providence, 
R. I., who has been at Saranac Lake, 
N. Y., recuperating from a recent ill- 
ness is reported as recovering. It is 
stated that in all probability he will 
resume active participation in business 
early in the spring. His many friends 
will be glad to hear the news of his re- 
covery. 
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Keeping the Counters in the Background 


J. C. Gabree, Southbridge, Mass., Contends That 
This Method Tends to Increase Sales 
and Proves It by Actual Results 


ware store of J. C. Gabree, 
Southbridge, Mass., any after- 
noon last November and asked to see 


iz you had stepped into the hard- 


Although this story 
discusses the in- 


tomers the goods you have by dis- 

playing them in prominent places. 
“Don’t put a counter between him 

and the goods, give him the oppor- 


y : 
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terior of the store 
of J. CG. Gabree, 
Southbridge, Mass., 
there is also some- 
thing to be said re- 
garding the ex- 
terior. This illustra- 
tion shows a dis- 
play of tools re- 
cently used by the 
Saws are the 
principal articles to 
be featured and 
they have been ar- 
ranged in such a 
fashion as to imme- 
diately catch the 
eye of whoever may 
be passing 


firm. 


Mr. Gabree, you would have received 
this answer. “Mr. Gabree is out 
after an order for the hardware of a 
building that is just being started.” 

This answer is an example of the 
energy of the proprietor of one of 
the new, modern hardware stores of 
New England. 

The moment you enter the store 
you are struck by the well-lighted 
showroom, the modern display doors 
with their numerous samples, and 
the island of showcases filled with 
cutlery. 


Selling by Suggestion 


“When we have to handle from 
200 to 400 customers a day,” says 
Mr. Gabree, “you can easily see with 
the thousands of articles found in a 
hardware store that we must have 
some method to call to our customers’ 
attention articles that we might 
otherwise forget. My idea of mer- 
chandising is to suggest to the cus- 


tunity to range from one end of the 
display to the other, and at the same 
time to show the goods in such a way 
that he can look them over while 
waiting for attention. 


This is the idea that Mr. Gabree 
kept in mind when he was putting 
in the fixtures of his new store. As 
you enter you face a cutlery island 
formed by four counters. On your 
left are twenty-two display doors of 
chestnut finish with green felt back- 
grounds. Each door is 50 in. high by 
18 in. wide. On these doors are at- 
tached samples of tools and builders’ 
hardware. Behind each door is found 
the surplus stock in the correspond- 
ing position to the sample on the 
front of the door, making it extreme- 
ly easy for the clerk to locate the 
goods called for. Running along the 
entire side below the doors is a 
ledge 12 in. wide and 36 in. above 
the floor, below this ledge are four- 
teen more doors of chestnut finish 
with green felt background. These 
doors are 28 in. by 18 in. and hold 
the samples of heavy hinges, cold 
chisels, etc. The remainder of the 
space below is taken up with drawers 
in which stock is kept. 

These fixtures were put in at a 
very moderate cost. Sample doors 
and drawers only cost $284. The 
labor of fitting them $67. Painting 
$37.50, and the green felt $24. The 
total cost was $412.50. 

On the right as you enter is the 
paint department, extending 60 ft. 
to the rear of the store, and here are 
arranged, by sizes, cans of prepared 
paint. The shelving used in the de- 
partment is standard. There are 
sixteen tiers of shelves of eleven 


Here is an interest- 
ing display of elec- 
trical goods in the 
Gabree store. The 
showcase herewith 
depicted shows a 
complete variety of 
the smaller, port- 
able articles of this 
class 
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shelves each, each shelf is 8 in. high 
and 4 in. long. 

At the rear of the store is the 
crockery department and office. 

A wide stairway leads from the 
main store to a large and well lighted 
basement where Mr. Gabree intends 
to install a toy department, poultry 
feed department, and seed depart- 
ment. 

The store is well lighted. The 
main showroom is 60 ft. long by 20 
ft. wide and is 13 ft. high. It is 
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The store front has two large win- 
dows, 7 ft. deep, with cypress panels 
of light oak finish. Five lights with 
reflectors throw the light toward the 
back of each window, giving it the 
lighting effect desired. 


Worth While Advertising 


Here is a little incident that shows 
how Mr. Gabree feels about adver- 
tising. Recently one of the big 
aluminum companies sent him 200 
booklets announcing the sale of their 


55 


he has had many requests to reserve 
special articles. 

Mr. Gabree started in the hard- 
ware business in 1911 in South- 
bridge. On June 1, 1921, he moved 
into his new store, which is modern 
in every way. Mr. Gabree employs 
the service of six salesmen in the 
store. 

It is only fair to add that the fore- 
going information is the work of one 
of Mr. Gabree’s salesmen, who sent 
it to us, together with the accom- 





This illustration shows the china, glass and lamp departments in the Gabree store. 


may readily be seen and inspected by customers. 


lighted by eight 100 watt lamps 
hung 24 in. from the ceiling in semi- 
indirect ground glass domes. The 
crockery department is lighted by 
four similar domes. 


Cushman Makes Appointments 


The Cushman Co., Inc., of Cham- 
paign, Ill., announce a number of im- 
portant changes in their sales represen- 
tatives. The Jobbers Sales Corporation 
of New Orleans will represent the 
Cushman company in Louisiana, Texas, 
Arkansas and Oklahoma and Alabama. 
Edward J. Derbes and Walter V. Le- 
land, the principals of the selling or- 
ganization are well known in their 
territory. 

In Washington, California and Ore- 
gon the representative will be C. Ed- 
ward Wood, who has had a number of 
years of experience with the Sprake 
Sale Co., Peck Stow & Wilcox, the 
Bonney Vise and Tool Co. and the 
Simmons Hardware Co. He has just 
organized a selling company. 


ware at a future date. Mr. Gabree 
sat down one afternoon with a di- 
rectory and addressed envelopes to 
200 housekeepers, enclosing the 
aluminumware booklet. As a result 


The Cushman Co. will maintain its 


own sales representatives in several 
cities as follows: New York, 88 W. 
Broadway, C. A. Stewart; Philadelphia, 
2344 N, Sixteenth St., E. A. McKenna; 
Louisville, 2914 Greenwood Ave., 
George Bohr, and in Minneapolis, 714 
Metropolitan Building, T. M. Read. 


Chandler & Farquhar Meeting 


The Chandler & Farquhar As- 
sociates, employees of the Chandler & 
Farquhar Co., Boston, machinists and 
mechanics tools and supplies, held their 
fourth annual meeting and get-together 
dinner on Monday evening, Jan. 16. 
The annual meeting was held in the 
store after the closing hour, Walter E. 
Currier, president of the associates, 





The stock is displayed on tables where it 


No counters are in evidence. 


panying photographs, modestly with- 
holding his name. We have used it 
practically as it was written, feeling 
justified in doing so because of the 
spirit in which it was sent. 


presiding. The following officers were 
elected for the ensuing year: W. J. 
Dowsell, Jr., president; Edwin S. Knee- 
land, vice-president; Robert M. Jones, 
treasurer; Daisy C. Mekkleson, record- 
ing secretary; Fred H. Jones, financial 
secretary, and Mrs. Evelyn Creely and 
Samuel Holt, members of the executive 
committee. 

Following the annual meeting the as- 
sociates adjourned to Nan’s Kitthen, Ox- 
ford Place, where a chicken dinner and 
a general good time were enjoyed. The 
associates’ guests included Mr. and Mrs. 
F. Alexander Chandler; Charles S. Far- 
quhar, treasurer of the company; Wal- 
ter A. Dow, secretary, and Gerard 
Frazar, New England, editor Hard- 
ware Age. At the request of presi- 
dent-elect Dowsell, Jr., Mr. Chandler 
acted as master of ceremonies. 
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‘Metropolitan Association Holds Banquet 


3 Record-Breaking 


Attendance at Eighth Annual Dinner 


Held at Hotel Commodore, New York, Jan. 18 
—Interesting Addresses a Feature 


dealers, jobbers, salesmen and 

manufacturers, attended the 
eighth annual banquet of the Metro- 
politan Hardware Dealers’ Associ- 
ation at the Hotel Commodore, Forty- 
second Street and Lexington Avenue, 
New York City, Jan. 18, which broke 
all records of attendence ever estab- 
lished at a hardware banquet. The 


\  aoalers, 800 diners, including 


of the first Baptist Memorial 
Church of Newark, N. J., delivered 
the invocation. 

H. V. Kaltenborn opened his ad- 
dress by comparing the Geneva con- 
ference with the one that is still in 
session at Washington. At Geneva, 
he said, discussion centered around 
reasons why disarmament would be 
impracticable and as a result there 


brought advantage to America. In- 
ternational conferences mean give 
and take among nations. Let no one 
assume that America has not made 
her donation. We might have cre- 
ated within a decade the world’s 
greatest navy. In the words of a bit 
of jingo doggerel current in England 
a few years ago: ‘We don’t want to 
fight, but by jingo if we do, we’ve 














Scene at the eighth annual banquet of the Metropolitan Hardware Dealers’ Association, held at the Hotel Commodore, New 


banquet was featured by an address 
on the results of the Washington 
Conference, delivered by H. V. 
Kaltenborn, associate editor of the 
Brooklyn Daily Eagle, who attended 
both the Geneva and Washington 
conferences as an authority and 
writer on international politics. A 
vaudeville entertainment was ren- 
dered after the speaking. 
Manufacturers, salesmen and asso- 
ciation officials came from Pennsy]l- 
vania and New England to attend 
what has come to be regarded as the 
largest annual gathering of hardware 
men, representing all branches of the 
hardware business, that is held any- 
where in the country. A. M. Bed- 
ford, president of the Metropolitan 
Association, presided as toastmaster. 
The Rev. M. Joseph Twomey, pastor 


York, January 18 


was no real accomplishment. A nega- 
tive attitude on controversial sub- 
jects, he said, prevented the develop- 
ment of any constructive plans. 

The Washington Conference, on 
the other hand, he stated, offers the 
most striking contrast in all the his- 
tory of international conferences. It 
was a real attempt to get together 
and it has achieved remarkable 
progress on fundamental issues. One 
of the reasons for this has been, ac- 
cording to Mr. Kaltenborn, the 
dominating personality of Secretary 
Hughes. 


Accomplishments of the Conference 


“Despite the pessimists, the Wash- 
ington Conference has a background 
of real accomplishment,” Mr. Kalten- 
born said. “Not every decision has 


got the men, we’ve got the ships, 
we’ve got the money, too.’ And no 
nation could afford to run a race with 
the United States in taxing its peo- 
ple for a big navy. 

“Our choice has been made along 
different lines. America, in the per- 
son of Secretary Hughes, faced 
Great Britain and Japan and said: 
‘We'll cut our navy—present and 
prospective—by 75 per cent. Will 
you do the same?’ 

“When these two great naval 
powers recovered their breath suffi- 
ciently to speak they replied: ‘We 
will.’ 

“The result is that in the matter 
of naval competition we are facing 
toward peace instead of toward war. 

“The Four Power Pact is of no 
particular advantage to the United 





January 26, 1922 


States. It breaks with our tradition 
of entering into no binding agree- 
ments with other Powers in regard 
to foreign affairs. It confirms to 
Great Britain and Japan the posses- 
sion of those vast island territories 
which they acquired from Germany 
as the result of the war. It is the 
price we pay for the abrogation of 
the Anglo-Japanese Alliance. 

“With the disappearance of the 
Russian and German Empires and 
their aggressive policies in the Far 
East the Anglo-Japanese Alliance 
had no further reason for existence 
unless it were directed henceforth 
against the United States. Great 
Britain realized this, but found it 
difficult to throw over Japan after 
that country had stood by her faith- 
fully during the World War. Merg- 
ing the Anglo-Japanese Alliance 
into the Four Power Pact solves 
Britiin’s problem, pleases Japan, 
and creates a better feeling all 
around among the nations having a 
dominant interest in peace in the 
Pacific. 

“The Root rules on submarines 
and the resolution on gas warfare 
are little more than a pious expres- 
sion of good intentions. When a 
big war gets under way nations use 
whatever weapons they may have 
for fighting purposes. If there are 
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submarine fleets they will be used 
against merchant ships. 

“The Conference has failed largely 
because of the French attitude to 
do anything on land disarmament. 
It has failed to settle important 
problems of the Far East which can- 
cern Russia and Siberia. It has not 
touched the economic reconstruction 
of the world, without which there 
can be no business prosperity for 
America. 

“But even so the Conference has 
accomplished far more than anyone 
predicted. It has dissipated the im- 
mediate threat of war with Japan. 
It has developed a better feeling 
among all the powers represented. 
It has shown the possibility of agree- 
ment on disarmament. Thanks to 
America’s unselfish leadership it has 
shown the world the path which 
leads to peace and good will.” 

Preceding Mr. Kaltenborn, the 
Rev. Dr. Twomey spoke on “The folk 
we don’t forget,” who, he said, are 
the men who have given the world 
its great ideas and principles of 
moral, intellectual and _ political 
progress. 

Among those at the speakers’ ta- 
ble were: A. M. Bedford, presi- 
dent Metropolitan Association; Jay 
Brackett, president New York State 
Retail Hardware Dealers’ Associa- 
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tion; Charles Downes, associate ed- 
itor HARDWARE AGE; John B. Foley, 
secretary New York State Retail 
Hardware Dealers’ Association; 
George M. Sangster, Jr., associate 
editor HARDWARE AGE; Sharon E. 
Jones, secretary Pennsylvania & At- 
lantic Seaboard Hardware Dealers’ 
Association; H. V. Kaltenborn, asso- 
ciate editor Brooklyn Daily Eagle; 
J. M. Kohlmeier, Sr., former presi- 
dent Pennsylvania & Atlantic Sea- 
board Hardware Dealers’ Associa- 
tion; James H. Kennedy, editor 
Hardware Dealers’ Magazine; Wil- 
liam F. Littell, Jr., secretary Metro- 
politan and North Jersey Hardware 
& Supply Dealers’ Associations; 
Matthias Ludlow, former president 
National Retail Hardware Dealers” 
Association; Sidney J. Milligan, 
president North Jersey Hardware & 
Supply Association; Daniel Rine- 
hart, president Pennsylvania & At- 
lantic Seaboard Hardware Dealers’ 
Association; H. R. L. Rohlfs, presi- 
dent Brooklyn Hardware Dealers’ 
Association; R. W. Scobell, chief 
booster, New York Hardware Boost- 
ers; Arthur Shimell, president Man- 
hattan & Bronx Hardware & Supply 
Association; J. J. Snyder, former 
president New York State Retail 
Hardware Dealers’ Association; the 
Rev. M. J. Twomey, D.D. 


Safety and Increased Values Through Re-Hardwaring 


Excellent Talking Points for the Merchant Who Is 
Pushing the Re-Hardwaring Idea in His Community 


66 O you realize that locks, after 
they are three to five years 
old, can be opened with a button- 
hook?” asked our next-door neigh- 
bor, a hardware man, who with his 
wife was in to spend the evening. 

This remark. made me think of 
the many times I had to be away 
from home at night on business 
trips, of my wife and baby having 
to stay alone—and the thought came 
to me, Have I given my family the 
protection they should have? 

“By Jove! but isn’t a lock meant 
to last a lifetime, Mr. Penny?” I 
asked. 

“Not any more so than an auto- 
mobile or a piece of machinery that 
is used day in and day out. 

“It is a peculiar thing with own- 
ers of houses how seemingly careless 
they are about the condition of hard- 
ware on their windows and doors. 
Would you put your money and books 
at the office in a safe with a broken 
lock or hinge? But here I am talk- 


By T. J. Ray 
The Peck, Stow & Wilcox Co 


ing shop, and it is not interesting to 
you.” 

“Yes, it is, Mr. Penny; and I would 
appreciate it if you would go around 
our house right now with me and go 
over our hardware fixtures. Here is 


a buttonhook, Mr. Penny; try this’ 


door. Well, you did do it, and I did 
not think it could be done.” 

“You might be interested, Mr. 
Morley, in a talk I had with Mr. 
Clarke, the real estate man, the other 
day. He told it to me as if it was a 
discovery on his part. He called it 
the discovery of re-hardware. He 
said that these last two years he had 
made a specialty of purchasing old 
houses, and repairing them—that is, 
repapering and repainting them and 
selling them. At first there seemed 
to be something about the houses 
that made them still look old, no mat- 
ter how much repairing had been 
done. 

“One day a friend of mine, who 
was in the hardware business, stop- 


ped in at one of the old houses I was: 
repairing. ‘Clarke,’ he said, ‘the one 
thing you need to do in addition to 
what you are doing is to re-hard- 
ware.’ “Re-hardware! What, in the 
name of common sense, is that?” 
‘This is what I mean,’ and he placed a 
lock set about the old one on one of- 
the doors. The point got Clarke im- 
mediately, and he has been re-hard- 
waring these old houses ever since. 
You would be surprised if you knew 
how much more money he receives 
for his houses now than he did previ- 
ously.” 

“By the way, Mr. Penny, do you 
think re-hardwaring would get me 
more rent for that apartment of 
mine?” 

“I surely do, Mr. Morley, and I 
have some interesting data along 
that line at the store.” 

“Well, say you stop in or have one 
of your salesmen stop at my office 
to-morrow morning. I have made up- 
my mind to follow your suggestions.” ’ 














MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Col., Jan. 24, 25, 26, 1922. W. 
M. McAllister, secretary, Boulder, Col. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, Jan. 
24, 25, 26, 27,1922. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 


TION, Atheneum Hall, Indianapolis, 
Jan. 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 

KENTUCKY HARDWARE IMPLEMENT 


ASSOCIATION CONVENTION, Jefferson 
County Armory, Louisville, Jan. 24, 25, 
26, 27, 1922. J. M. Stone, secretary, 
Sturgis. 

Texas RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Dallas, Jan. 24, 25, 
26, 1922. Headquarters Adolphus Ho- 
tel. A. M. Cox, secretary, 1808 Main 
Street, Dallas. 

IpAHO RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Wheeling, Jan. 31, Feb. 1, 2, 
1922. E. E. Lucas, secretary, Hutton 
Building, Spokane, Wash. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 192 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Jan. 31, 
Feb. 1, 2, 3, 1922. George H. Dietz, 
secretary, 414-417 Little Building, Lin- 
coln. 

NortH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Minot, Feb. 8, 9, 10, 1922. 
Charles N. Barnes, secretary, Grand 
Forks. 

IowA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Des 
Moines, Feb. 21, 22, 23, 24, 1922. Ex- 
hibition at the Coliseum. A. R. Sale, 
secretary, Mason City. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
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Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION. City Auditorium, Okla- 
homa City, Feb. 7, 8,9, 10, 1922. W.B. 
Porch, secretary-treasurer, Oklahoma 
City. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 13, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Ful- 
ton Building, Pittsburgh. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 14, 15, 16, 1922. 
LeRoy Smith, secretary, 1112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D. 
Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, secre- 
tary, 1030 Metropolitan Life Building, 
Minneapolis. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Bond, Hart- 
ford, Feb. 16, 17, 1922. Henry S. 
Hitchcock, secretary, Woodbury. 

MISSOURI RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
St. Louis, Planters Hotel, Feb. 21, 22, 
23, 1922. F. X. Becherer, secretary, 
5106 North Broadway, St. Louis. 

VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Roanoke, Feb. 15, 
16, 17, 1922. Thomas B. Howell, secre- 
tary, Richmond. 

NEw YorK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHI- 


BITION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 

NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHI- 
BITION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 
23, 1922. George A. Fiel, secretary, 10 
High Street, Boston. 

SoutH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mitchell, Feb. 21, 22, 23, 24, 1922. 
H. O. Roberts, secretary, 1030 Metro- 
politan Life Building, Minneapolis, 
Minn. 


SOUTHERN HARDWARE JOBBERS’ ASSO- 
CIATION CONVENTION, New Orleans, La., 
April 19, 20, 21, 1922. Headquarters, 
St. Charles Hotel. John Donnan, sec- 
retary-treasurer, Richmond, Va. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION, New Orleans, La., 
April 19, 20, 21, 1922. Headquarters, 
St. Charles Hotel. F. D. Mitchell, 
secretary-treasurer, 4106 Woolworth 
Building, New York City. 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 8, 9, 1922. C. L. 
Thompson, secretary, Canyon, Tex. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia and 
Tennessee. Convention and Exhibition, 
Chattanooga, Tenn., May 9, 10, 11, 12, 
1922. Walter Harlan, secretary, 460 
St. James Building, Jacksonville, Fla. 


CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 17, 
18, 19, 20, 1922. T. W. Dixon, secre- 
tary, Charlotte, N. C. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION at Fair Grounds, 
Jackson, May 24, 25, 26, 1922. Head- 
quarters, Heidelburg Hotel. E. R. 
Gross, secretary, Agricultural College. 


NATIONAL RETAIL HARDWARE ASSOCI- 
ATION CONVENTION, Chicago, IIl., June 
19, 20, 21, 22, 23, 1922. Headquarters, 
Hotel Sherman. Herbert P. Sheets, 
secretary-treasurer, Argos, Ind. 





When in the course of human events, it 
becomes necessary for a people to leave 
the business methods which have long suc- 
cored and sustained it, and to adapt itself 
to new conditions theretofore unexperienced, 
@ proper regard for its members requires 
that they should declare their belief and 
intention with reference to the future. 

We hold these truths to be self-evident. 
that business men, in general, are still 
honest, that they still aspire to conduct 


their affairs successfully, that the law of 
supply and demand is still in operation, 





A Declaration of Independence 


that our powers of production and con- 
sumption were never greater than they are 


to-day, and that following the greatest 
cataclysm in the memory of men, our 
foundations are substantially intact and 


business has definitely resumed on a healthy 
basis and will continue rapidly to expand 
to normal volume without further serious 
interference. 

We, therefore, the Real Merchants of the 
United States of America, in General Con- 
sensus of Opinion, appealing to the Future 
for the Justification of our Beliefs, do 
solemnly publish and declare, That from 





now on henceforth we are, and of right 
ought to be Free and Independent of Tra- 
ditions; that we are absolved from all Al- 
legiance to the Old Business Cycle, and that 
as Co-workers of the New Business Cycle, 
we have full Power, Courage and Initiative 
to apply ourselves to re-establish Commcrce 
and to develop our Businesses in compliance 
with the New Conditions under which we 
jind ourselves, And for the suppert of this 
Declaration, with a firm reliance and trust 
in What’s Next Ahead, we mutually pledge 
to each other that we shall “Carry On.—- 
(The Lucas Can Opener.) 
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EDITORIAL COMMENT 


THE Business oF Buyinc 


O merchant can keep up his chain of 
sales unless he also keeps up a com- 
parative chain of purchases. Nothing 
retards selling like apparent shortness 

of stock. There are no profits in empty shelves. 

During the past year so much stress has been 
put on the selling end of business that buying 
stands in danger of becoming a lost art, yet 
there was never more need for keen, analytical 
and consistent buying than exists to-day. 

The buyer of the coming year needs courage, 
faith, knowledge, decision and clear headedness. 
He must be able to see a little farther ahead than 
the average man. He must have courage be- 
cause it is going to take courage to break away 
from the habits of the past year and a half. 
He must have faith because without faith in his 
country, his community and himself he will be 
worse than useless. 

He must know. Guesses will not suffice. He 
must have a deeper knowledge of conditions, 
prices and tendencies than ever before. In addi- 
tion he must be able to weigh and analyze trade 
possibilities clearly and without bias, and arrive 
at clean-cut logical decisions. Unless he can 


do these things he is not the proper man to buy. 


stock for a hardware store at this time. 

The modern merchant cannot afford to say, 
“T will not put any new items into my stock.” 
The people of his community are entitled to an 
opportunity to buy the new and up-to-date items 
of hardware. They are entitled to a selection 
of merchandise, and to a proper price. They 
are not only entitled to those things, but they 
are going to demand them in no uncertain terms. 
If a merchant cannot accept the responsibilities 
of merchandising he cannot expect to reap its 
profits. The trade of the future is going to the 
man who can supply the right merchandise at 
the right price. This is no time for substitutes. 

This editorial is not in any sense an admoni- 


tion to over-buy, or to stock unsalable merchan- 
dise. It is merely a statement of facts. The 
public has learned its lesson in the past few 
years, and is now a very discriminating public. 
People will buy, but they will buy only what 
they want. 

Nothing will so quickly discourage the pros- 
pective buyer as an inadequate, out-of-date 
stock. Nothing will more quickly induce him to 
buy than clean, well assorted merchandise, the 
range of which includes his every hardware 
desire. 

In many cases the expenditure of only $500 
or $1,000 will change a stagnant stock into a 
live, free moving one. The failure to spend that 
$1,000 may, and probably will be reflected either 
in the failure of the public to buy at that store, 
or in the transfer of its patronage to other 
stores. 

Buying is not properly classified as expense. 
It is investment. Goods properly bought rep- 
resent capital, and when sold yield both interest 
and profit. To be successful business requires a 
certain amount of investment in stock, and 
unless the merchant is willing to make that in- 
vestment he should turn that business over to 
some one who is willing, otherwise the chances 
are all in favor of his eventual failure. In 
merchandising as in no other line of business we 
must invest money in order to make money. 
There is no other way. 

It is the consensus of opinions among big 
business men that the turning point in business 
has been reached; that gradual improvement is 
now to be expected. That improvement will be 
retarded or accelerated according to the service 
merchants render their communities. » 

The greatest service you can render at this 
time is proper buying—buying that will be 
reflected in proper price and proper selection 
of merchandise. 
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Getting Action on Gas Heater Sales 


No. 1 (2 cols. x 6 in.) 


The ad reproduced below, which was 
sent us by G. V. White, advertising 
manager for the Sumner Co., Moncton, 
N. B., is designed to move gas heaters 
by pointing out the disadvantages of 
delay in purchasing. In this appeal 
the ad is successful. This is the sort 
of publicity you need to move season- 
able stocks which seem to be among 
the slow sellers. 

The copy angle which is used in this 
ad is a potent appeal. When it is 
pointed out to the reader that delay 
in buying means that he will be com- 
pelled to choose from stocks that have 
been picked over, he invariably re- 
sponds, provided he intends to purchase 
the article eventually. Often this sort 
of appeal makes a sale when the 
reader may have decided to do without 
the article. 

The display of this ad is well worked 





Don’t Put It Off Too Long! 


If You Are Going to Need Another 
Gas Heater this Winter now is the 
time to get it set up 


Why wait till you are freezing and stocks are 
nearly all cleaned out—and you have to take what 
you can get—not what you want—and put it up 
yourself because the pipe fitters are all busy. 


No! Get it Today 


Never have we had a better assort- 
ment for you te choose from than 
we have now. | 


Priced from $4.00 up. 





SHOWROOM SECOND FLOOR. 


SUMNER CO. 


MAIN St. MONCTON. N.B. 














1—Effeetive use of the appeal: “Those 
whe eome first are best served.” 
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Business-Getting Publicity on Seasonable Items—Mak- 
ing the Quality Appeal—Featuring Combination Ads 


out. A good, clear printing cut has 
been used and the type arrangement 
makes the ad easy to read. Note that 
the price of the heater is quoted in 
the ad. 


On Remembering a High Price 
No 2 (2 cols x 5 in.) 

A unique twist to the well-known 
“Recollection of Quality” phrase is 
given in the Howard (Mount Vernon) 
ad by William Ludlum the adman. And 
the statement that Mr. Ludlum makes 





A Great Hardware Merchant 


the late E. C. Simmons, ence said— 


“The Recollection of Quality” 


remains long after the PRICE is forgotten’ 
He was right about the quality end of it, but folks have 
a long memory for price, too. Lf the price they paid 
was higher than it should be they are not very apt to 
forget it. 
Our goods are not only 
High in Quality 
but are also 
Low in Price 
A combination that it is a pleasure to remember 
When in need of 
Hardware or House Furnishings 
“SEE HOWARD FIRST” 


Howard's 




















2—This ad tells the reader that he will 
recollect with pleasure the price as well 
as the quality of Howard hardware. 


is eminently true. Folks are very apt 
to remember a high price which of 
course takes the edge off the purchase 
even though the article does give satis- 
faction. 

Using this tie-up to the quality 
phrase to make a statement of Howard 
policy as regards quality and price, 
Mr. Ludlum has achieved a particularly 
forceful ad and one that is well worth 
emulating. 
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We believe that such an ad as this 
Howard announcement can be used to 
good advantage by other hardware 
merchants. 


Excellent Combination Ad 


No. 8 (2 cols. x 6 in.) 

The Barker, Rose & Clinton of El- 
mira, N. Y., has evolved a particularly 
good combination ad for the reason that 
roasters and carvers are closely allied. 
When preparing a combination ad, it is 
well to keep this thought in mind, for 
by so doing you avoid switching the 
reader’s ‘interest at too abrupt an 
angle. 

One thing about this ad which re- 
ceives our emphatic indorsement is the 
complete quoting of prices. Now is the 
time, Mr. Hardware Man, to quote 
prices. See that your ads speak the 
popular language with the public and 
get the figures behind the dollar mark 
in every announcement. 

It will be also noted that this ad 





The Supreme 
Moment of 
the Dinner 


When the turkey or the 
roast is served. 

Be sure of a delicious, 
well-cooked dinner by 


using a 


| _ “REED” ROASTER 


White . 
aie ns in 32 seeeee 800 to $1.28 
ext s, (glass baking 9 


CARVING SETS _ 








iS 


BE READY now. 
TO SERVE WITHOUT EMBARRASSMENT FOR 
LACK OF UTENSILS. 

Barker, Rose & Clinton Co. 


109 LAKE ST. ELMIRA, N, Y. 


Handsome patterns jin neat boxes. 
Game, bird or beef. Large assort- 
ment $2.50 to $15.00. 

Prices on our Com 
munity Silverware 
have dropped. Buy 











3—The articles featured in this com- 
bination ad go well together. 
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It Costs Money 


to let your Radiator Freeze Up and it takes 
only a very short time for this to happen. 


A little precaution. The use of 


Johnson’s Freeze Proof, $1.50 a package 
Wonder Worker Never Freeze, $1.40 a gallon 
Red Star Solution, $1.00 a gallon 


Be ready and Ayoid a Freeze Up. 


FOSTER-FARRAR CO. 


162 Main St. Northampton, Mass. 
tne WINCHESTER crore 











4—This copy shows the motorist 

how to protect his radiator from 

freezing with liquids other than 
alcohol 


lists glass, enamel and agate baking 
utensils with prices thus indicating 
the range of selection offered by the 
store’s stocks. 

Our one criticism of this ad is that 
it should have received at least an 
inch more of space in height. As it 
stands it is a bit crowded, but it is so 
good otherwise that the typographical 
arrangement probably did not interfere 
with its effectiveness. 


A Word of Caution to the Winter 
Driver 
No. 4 (2 cols. x 4 in.) 

W. W. Darby is the adman for the 
Foster-Farrar Co., of Northampton, 
Mass., and his great specialty is mak- 
ing small ads say much. Hardware 
men using 4 inch and 5 inch space can 
study Mr. Darby’s ads reproduced from 
time to time with certain profit. 

In this ad Mr. Darby has an effec- 
tive presentation of radiator anti-freeze 
compounds. The names of the differ- 
ent compounds are given with their 
prices so that the motorist is offered 
a choice both in method and in cost. 

An ad like this should pay you well, 
for there are many car owners who ob- 
ject to the use of alcohol in their 
radiators, arguing that it sets up a 
deterioration of the radiator’s small 
cooling spaces and this belief seems to 
be fairly widespread. It has been the 
writer’s experience, for example, that 
the dealers in his town report a smaller 
demand for alcohol and consequently a 
larger demand for compounds which 
are featured as being harmless to the 
radiator. 

The hardware merchant should also 
keep in mind this fact: that through 
advertising of the type done by Foster- 
Farrar, he can attract to his store 
much of the business going to the 
auto supply dealer, not only on non- 
freeze compounds, but on the general 
line of automobile accessories. A cus- 
tomer coming in for the compound of- 
ten has other purchases in mind and 
the call affords him the opportunity of 
looking over the hardware store’s auto 
accessory department. It likewise 


givés the dealer the chance to call this 
department to the customer’s atten- 
tion, 





HARDWARE AGE 


Strong Ad for Vacuum Sweeper 


No. 5 (3 cols. x 11 in.) 

In this Hoover sweeper ad from the 
Barker, Rose & Clinton Co., Elmira, N. 
Y., some excellent copy points have 
been made. The suggestion to “form 
a club among your neighbors and rent 
it to them” is novel indeed and so far 
as we can ascertain, this suggestion 


has been little used. It certainly 
should make a big appeal as_ the 
scheme is entirely practicable. At the 


present time many housewives do rent 
vacuum cleaners, and of course they 
pay a much higher rental than would 
be the case in the club scheme. 

The reader is shown that the pur- 
chase is easy through the splitting up 
of the purchase price into payments 
spread over a period of time. 

Another valuable angle of this copy 
is its detailed presentation of the 
Hoover’s individual features such as the 
dust-proof motor eliminating at the 
outset the cause of much motor trouble, 
the non-burning fuse and the built-in 
durability of the device. 
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The line in the copy suggesting that 
the reader telephone for a free demon- 
stration, we also believe to be valuable. 
Hardware men are finding out that 
they can arrange many such demon- 
strations over the phone. 

Digressing from our main theme for 
a moment it might be well for us to 
urge our readers to utilize the tele- 
phone more than ever before and to en- 
courage their customers in its use. It’s 
a real time saver. 

Last, but not least, is the strong 
illustration used in this announcement. 
The cut forms a border for the ad and 
the effect on the newspaper page was 
to set the ad apart from its neighbors 
in a decided manner. Of course, it 
may be argued that the cut does not 
show the sweeper, but we believe that 
such a cut can often be used to good 
advantage. Our suggestion in the way 
of a cut would be to use one of the 
electros furnished by the Hoover folks 
which would tie up to their national 
advertising. Such a cut, we believe, 
would be more valuable than any other. 





year. 
them. 


easing is dust-proof. 


169 LAKE ST. 














YOUR HOME! 


You'll all be healthier, your women folks-will be hap- 
pier, your homes will be brighter. Buy a 


HOOVER ELECTRIC SWEEPER 


It’s only $65.00 in payments spread out through a 
Form a élub with your neighbors and rent.it to 


A HOOVER SWEEPER will outlive you. ~The motor 
The bag is dust-proof and easy to 
empty. The handle is not wired, so no motor vibrations. 
The fuse will not burn out. 
TELEPHONE US FOR FREE 
DEMONSTRATION IN YOUR HOME. 


Barker, Rose & Clinton Co. 


(Phone 3100) 






















ELMIRA, N. Y. 








5—The merits of the Hoover sweeper are well outlined by this ad, which also makes 
@ unique sales suggestion 
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Government Will Construe Anti-trust Laws 


Attorney General and Secretary of Commerce Will 
Define Policy for Benefit of Business Men 
—Beech-Nut Case Discussed 


WASHINGTON, Jan. 23, 1922. 
T HE Federal Government will set 


up guide posts to enable trade 

associations to keep in the mid- 
dle of the road. Attorney General 
Daugherty and Secretary of Commerce 
Hoover have decided that the business 
men of the country are entitled to know 
the law as the Government construes it, 
and that it is to the interest of the 
Department of Justice as well as of 
business men everywhere that there 
should be as little doubt as possible 
concerning the legality of practices 
now being pursued throughout the in- 
dustrial and commercial world. 


The Federal Trade Commission 
which, thus far, has declined to make 
advance rulings in either concrete or 
hypothetical cases, is taking no part 
in the conferences between the heads 
of the Departments of Justice and 
Commerce, and this fact raises the in- 
teresting question as to whether the 
Commission will regard itself as bound 
by the interpretation of the anti-trust 
laws about to be outlined by the At- 
torney General and the Secretary of 
Commerce. It is among the possibili- 
ties that the Commission may give some 
sort of endorsement to the forthcom- 
ing joint statement, and there is good 
reason to believe that, even if this is 
not done, the Department of Justice 
will stand ready to resist any action 
by the Commision that may be under- 
taken against business concerns for 
practices that are within the scope of 
the lines of conduct laid down by the 
Departments of Justice and Commerce. 

The forthcoming joint statement will 
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be especially designed to show how far 
voluntary trade associations can go in 
the collection and distribution of trade 
information under the Supreme Court’s 
decision in the case of the Hardwood 
Lumber Association. The Department 
of Commerce is preparing to publish 
trade figures collected by these asso- 
ciations, and Secretary Hoover is es- 
pecially desirous of providing a channel 
through which all information that can 
legally be disseminated shall promptly 
issue. 

It is assumed by the authorities that 
while trade associations in general will 
endeavor to observe the spirit as well 
as the letter of any rulings that may 
be made concerning the scope of their 
activities, cases will arise where efforts 
are made by enterprising individuals 
to test the Government’s policy to the 
limit. On this account the Attorney 
General is carefully scrutinizing the 
preliminary draft of a joint statement, 
as he is unwilling to put himself in 
the position of approving practices 
which he may feel called upon at some 
time in the future to challenge. 

Mr. Daugherty is much impressed 
with the desirability, from the stand- 
point of the Department of Justice, of 
acquainting business men with the 
Attorney General’s views as to what 
current practices are legal and what 
are illegal. Hundreds of investigations 
are now on foot which it is believed 
would not have been undertaken if 
business men, especially those acting 
as officers of trade associations, had 
had before them a definite statement 
of the policy of the Federal Govern- 


ment in the enforcement of the anti- 
trust laws. ~ 

It is also believed that the Federal 
Trade Commission would find its labors 
reduced if there were a better under- 
standing respecting the Government’s 
interpretation of the law. There would 
undoubtedly be fewer infractions of the 
law on the one hand, while on the 
other there is reason to believe the 
Commission would revise some of its 
ideas as to illegal practices, after 
acquainting itself with the joint policy 
of the Departments of Commerce and 
Justice. 


Davis Discusses Beech-Nut Case 


An interesting development in the 
Beech-Nut price-maintenance case re- 
cently decided by the United States 
Supreme Court, is the promulgation 
during the past week of a formal state- 
ment concerning the court’s opinion by 
Joseph E. Davies, for several years 
chairman of the Federal Trade Com- 
mission and at present acting as gen- 
eral counsel of the American Fair Trade 
League. The statement, prepared pri- 
marily for the information of members 
of the organization, will be read with 
interest by every business man, and is 
as follows: 

“This decision holds that a system 
of resale price maintenance, involving 
the co-operation of dealers or others 
which has the effect of restricting the 
competition of dealers in the sale of 
the product of the manufacturer em- 
ploying such a system, is an unfair 
method of competition in violation of 
the Federal Trade Commission Act, 
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even though no agreement either ex- 
press or implied between the manufac- 
turer and his distributors is proved. 
such restriction of dealer competition is 
held contrary to'the declaration of 
public policy embodied in the present 
Anti-Trust Acts. 


Refusal To Sell Upheld 


“But, on the other hand, the decision 
reaffirms the right of a manufacturer 
to refuse to sell to others who will not 
sell his goods at the prices he fixes for 
their resale if without any purpose to 
acquire a monopoly. While the indi- 
vidual right to refuse to sell is recog- 
nized by the court, its condemnation of 
any co-operative means of accomplish- 
ing the maintenance of resale prices 
makes necessary the use of the utmost 
caution in following such a policy. 

“The order as amended by the court 
enjoins the company from carrying 
into effect the Beech-Nut policy by co- 
operative .methods in which the re- 
spondents and its distributors, custom- 
ers and agents undertake to prevent 
others from securing the company’s 
products at less than the price desig- 
nated by it. It thus requires the com- 
pany to refrain from any co-operation 
with distributors, customers or even its 
own agents designed to prevent other 
distributors or the ultimate consumer 
from securing the company’s products 
from any source or at whatever price 
they may be able to secure them. Such 
co-operative methods accomplished by 
the following means are condemned. 


These Things Are Forbidden 


“1. The practice of reporting the 
names of dealers not observing the re- 
sale prices. 

“2. The listing of dealers as unde- 
sirable customers not to be supplied 
until they give satisfactory assurance 
of their purpose to maintain the desig- 
nated prices in the future. 

“3. The employment of salesmen or 
agents to report dealers not observing 
resale prices and the diversion of or- 
ders of purchase secured by specialty 
salesmen from wholesalers and jobbers 
who fail to observe resale prices to 
those who do observe them. 

“4, The use of numbers and symbols 
on cases for the purpose of ascertain- 
ing the names of dealers who sel] at 
less than the suggested price or who 
sell to others who sell at less than the 
suggested price in order to prevent 
such dealers from obtaining the pro- 
ducts of the company, or 

5. Any other equivalent co-operative 
method. 


Co-operation Is Enjoined 


“While this decision again recognized 
the individual right of refusal to sell 
in the absence of monopolistic intent 
or effect, there has been injected into 
the situation a new factor so far as 
the exercise of a resale price policy is 
concerned, to wit: that even co-opera- 
tive methods employed between manu- 
facturers and dealers without any 
agreement may result in a violation of 
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the law. To effectively conduct a re- 
sale price selling policy free from any 
element of co-operation with dealers, in 
the practical conduct of the business 
would require the highest order of le- 
gal knowledge and discernment and 
constant legal supervision over the 
sales department. Otherwise, even 
though projected with the best of in- 
tention, there would be grave danger 
of unconsciously coming within the in- 
hibition of the law. 

“This decision confirms not only my 
own opinion frequently expressed but 
the good judgment of the directors of 
the American Fair Trade League who 
have based their policy upon the theory 
that what is required to protect this 
legitimate right of manufacturers is 
modernized legislation; a position 
which is supported by the commenda- 
tion not only of the leading econo- 
mists, publicists and statesmen of the 
United States but recommended as 
well by the Federa] Trade Commission. 


“The constructive solution of this 
vexatious situation, so far as manufac- 
turers are concerned, lies in the enact- 
ment of the Stephens-Kelly bill pro- 
tecting the manufacturer in the good 
will established for his trade-marked 
articles and _ protecting the public 
against deception and depreciation of 
the high quality of trade-marked mer- 
chandise. The law must be made re- 
sponsive to modern business facts and 
the most progressive thought of the 
country.” , 


More Combinations Will be Formed 


The belief that the decision of the 
Supreme Court in the Hardwood Lum- 
ber case will result in the development 
of large industrial combinations is ex- 
pressed in a statement issued here by 
one of the leading national banks. 
Prominent lawyers with special experi- 
ence in anti-trust cases are inclined 
to the same view. The statement is in 
part as follows: 

“The decision of the United States 
in the case of the American Hardwood 
Manufacturers’ Association, which in 
effect outlaws the ‘open competition 
plan,’ is one of the most important 
governmental actions in the history of 
American business. The ‘open compe- 
tition plan,’ as it is now practiced, 
will have to be radically revised, and 
probably associations using it will re- 
organize within the limitations indi- 
cated by the Supreme Court’s verdict. 

“If this decision results in disinte- 
grating trade associations, which in a 
large number of cases it probably will, 
other agencies will have to take their 
place in performing essential business 
functions. It may be that the statis- 
tical and information activities of the 
‘open price’ associations will be con- 
tinued under the supervision of a gov- 
ernmental agency like the Department 
of Justice. 

“New selling and_ distributing 
methods may be devised to meet new 
types of competition. Manufacturers 
will co-operate in new organizations to 
earry on constructive public education, 
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to eliminate wasteful practices and to 
strengthen foreign trade. 

“This decision, together with other 
contemporary economic influences, will 
undoubtedly result in the development 
of larger industrial aggregations 
through mergers and combinations. 
The direct effect of such conditions 
may even be more powerful than any 
under the ‘open competition plan.’ ” 


Daugherty After General Electric 


Charges against the General Electric 
Company, resulting from the investiga- 
tions of the Lockwood Committee in 
New York, are to be made the subject of 
a special investigation soon to be under- 
taken by the Department of Justice, 
according to an announcement made by 
the Attorney General during the past 
week. The Attorney General states 
that charges have been made against 
the company, to the effect that it had 
created a monopoly; obtained millions 
of dollars from the public; juggled its 
accounts to avoid payment of income 
taxes, and violated a decree of a Cleve- 
land court restraining it from unlaw- 
ful acts. He added that the company 
had denied that it had violated any of 
the terms of the decree or committed 
unlawful acts, but inasmuch as viola- 
tions of Federal laws were charged, 
it had been decided to institute a spe- 
cial investigation separate from the 
Lockwood committee. 

Three representatives of the Depart- 
ment of Justice and possibly two in- 
come tax experts and accountants of 
the Treasury will be sent to New York 
to conduct the investigation. He in- 
dicated that the investigation might 
extend to Cleveland. 


Resents Profiteering Charges 


Allegations that retail merchants 
throughout the country are profiteering 
are sharply resented by the officials of 
the Chamber of Commerce of the 
United States. The Attorney General’s 
charges were pointedly commented 
upon during the past week by Alvin 
E. Dodd, manager of the Domestic Dis- 
tribution Department of the national 
chamber, in an address delivered be- 
fore the National Association of Shoe 
Manufacturers. 

“Prices in general,” said Mr. Dodd, 
“are not fixed by intention, but rise 
and fall in obedience to the state of 
the economic tide. The price move- 
ments of 1861-1865 match those of the 
1812 period and the 1917-1921 move- 
ment is substantially the same as 
others in the height of the rise and 
in the rate of the fall. Could any 
intelligent man be found to deny the 
significance of these facts; to believe 
that these facts were arranged before- 
hand by some collusion of merchants 
which was able to control the prices 
to be asked and paid during three 
periods separated from each other by 
about half a century of time? 

“Graphs show the same general rise 
and fall of prices in raw materials, in 
manufacturers’ prices and in those of 
wholesale and retail. There is a drag 





64 


usually in each succeeding stage from 
the raw material down to the price 
by the consumer, which is the last 
ordinarily to feel the effects of condi- 
tions that influence prices. 


United Action Needed 


“Probably business today instead 
of being controlled is in a state of 
confusion worse than ever before in 
the history of mankind, and it has been 
evolved from conditions of the past 
seven years which were the worst that 
man has faced since he began wearing 
woven clothing. What we need more 
than anything else right now is the 
united effort of al] forces—of all men— 
for the rehabilitation of business and 
the return of mutual confidence in each 
other. This is not to be accomplished 
by irresponsible charges of profiteer- 
ing based on ignorance of the economic 
laws to which business and commerce 
are obedient. 

“We know today that one of the 
most difficult operations of an _ indi- 
vidual or group to undertake is to cor- 
ner the market,—let us say in wheat. 
Yet this is mere child’s play compared 
with the effort which would be re- 
quired in order that wholesalers or re- 
tailers should combine successfully to 
maintain high prices for the commodi- 
ties in which they deal. 


Prosperity Based on Knowledge 


“A knowledge of business facts,— 
quantities produced, quantities in 
stock, quantities consumers and the 
various prices through the succeeding 
steps of distribution—is as necessary 
to the uninterrupted prosperity of the 
United States as is the knowledge to 
an automobilist that a train is ap- 
proaching a crossing he wishes to 
traverse. Given a knowledge of these 
factors and we shall work out very 
soon formulas so simple, so certain, 
that any business man will be able 
to understand them and be guided by 
them. 

“There is no doubt in my mind, and 
I do not suppose there to be any doubt 
in your minds, that if we had known 
what the supply of shoes in stock was 
in the summer of 1919 there would 
have been no collapse such as took 
place in the leather and shoe markets. 
It is the same with regard to wool and 
its products; it is nearly the same with 
regard to other materials. 

“Always there will be speculation, 
but speculation is based upon guesses 
and exact knowledge is its greatest 
enemy. Given this knowledge of pro- 
duction and prices and you may trust 
the American business man to guide 
himself successfully through any con- 
ditions he may meet in the future. 
Without this knowledge we must have 
disturbances in every branch of com- 
merce from the highest forms of 
finance through every agency of pro- 
duction, of transportation, or manu- 
facturing and of distribution.” 


Sales Tax Looms Again 


The ghost of the sales tax once again 
looms on the horizon. “The sales tax 
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or something worse,” is the slogan that 
is causing cold chills to creep up and 
down the spines of the advocates in 
Congress of a cash bonus for the ex- 
soldiers, a subject that has recently 
come to life and is exhibiting amazing 
vitality. 

A fortnight ago the most experienced 
observers in Washington were of the 
opinion that if Congress voted a sol- 
diers’ bonus no additional taxation 
would be authorized, and in well-in- 
formed quarters the opinion was ex- 
pressed that all cash disbursements 
would be provided for from the fund 
which is to be created under the pro- 
visions of the foreign loan refunding 
bill now pending in Congress. If the 
nations which owe Uncle Sam some- 
thing like $11,000,000,000 should begin 
paying interest on this vast sum, as 
the refunding bill proposes, at least 
$500,000,000 per annum would be avail- 
able for any purpose to which Congress 
might decide to devote it. 

On several recent occasions authori- 
tative statements have appeared to the 
effect that President Harding and the 
senatorial leaders had reached a de- 
cision to apply this interest money to 
the payment of the proposed soldiers’ 
bonus. During the past week this pro- 
ject for dealing with an awkward prob- 
lem has collapsed like a house of cards. 


No Bonus in Funding Bill 


The refunding bill has taken definite 
shape without any provision looking to 
the application of the interest money 
to the soldiers’ bonus and President 
Harding has been quoted as opposing 
any such plan, chiefly on the ground 
that the revenue to be derived from 
this source will always be precarious 
and cannot be counted upon for the 
discharge of a national obligation. 

Under these circumstances, the ad- 
vocates of a general sales tax are in- 
sisting that the money for the proposed 
bonus can be raised in no other way 
more easily, or at a lower cost of col- 
lection. The agricultural bloc leaders, 
however, repeat their original defiance, 
asserting that, no matter the emer- 
gency, the sales tax shall not pass. 

The sales tax champions reiterate 
that the tax payers of the country will 
not stand for the reimposition of any 
of the taxes recently repealed and that, 
aside from the sales tax, no suggestion 
has been made of any method of rais- 
ing half a billion dollars of revenue 
annually. 

The leaders of the Ways and Means 
and Finance Committees are in a seri- 
ous quandary. They are exceedingly 
reluctant to tackle the job of devising 
a new system of taxation that would 
probably include many vexatious im- 
posts and they have no appetite to take 
hold of this task on the eve of a Con- 
gressiona] election. The minority lead- 
ers are not above taking advantage of 
the awkward predicament of the ma- 
jority and can be counted upon to make 
as much political capital as possible 
out of a situation which would be 
ludicrous if it were not so serious. 

Powers of unprecedented scope for 
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the President of the United States in 
the administration of the proposed new 
tariff law would be granted in amend- 
ments just offered by Senator Smoot of 
Utah who, since the elevation of Sena- 
tor McCumber to the chairmanship of 
the Finance Committee, has become 
ranking Republican member. 

The President would be authorized 
to increase or decrease tariff rates by 
not exceeding 50 per cent of the rates 
fixed in the bill, to proclaim American 
valuation as the basis for assessing du- 
ties on any given list of imports; to 
change rates within the limt of 50 per 
cent so as to meet situations arising in 
American markets as a result of de- 
preciated foreign exchanges; to pre- 
vent dumping in American markets 
and to prevent discrimination against 
American foreign commerce by foreign 
countries. 

Adjustments of rates to equalize dif- 
ferences in conditions of competition 
in trade of specified articles in the 
United States and competing foreign 
countries could be made only after 
investigation and hearing and would 
not be effective until within thirty 
days of their proclamation. Thirty 
days would also have to elapse before 
adjusted rates, because of depreciated 
currency, would come into effect and 
also before proclaimed American valu- 
ation could be put into force. 


American Valuation Amendment 


Senator Smoot has also offered an 
amendment to the American valuation 
section of the Fordney bill proposing 
that where the duty is based upon or 
regulated in any manner by the value 
of the imported merchandise the duty 
would be assessed upon the actual mar- 
ket value or the wholesale price 
thereof at the time of its exportation 
in the principal market or markets of 
the United States. Senator Smoot 
previously had proposed an amendment 
to the bill providing for assessing du- 
ties on the basis of the invoice value of 
the imports, and it is understood that 
the offer of the alternative proposal is 
in order to bring before the Senate a 
plan favored by some members of the 
tariff commission. 


Brooks With Bridgeport Brass 


J. H. Brooks has accepted the , osi- 
tion of sales manager of the automo- 
tive accessory department of the 
Bridgeport Brass Co. Since 1906 he 
has been associated with the automo- 
tive industry and for the past eight 
years has been special representative 
of the American Chain Co. He has had 
a broad experience in the marketing of 
automobile accessories, both in this 
country as well as in England and 
France. 


British Fair Opens 


Through an error, the British Indus- 
tries Fair at Birmingham and London 
was recently advertised as opening on 


Feb. 22. The correct opening date is 
Feb. 27. The Fair will continue until 
March 10. 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Jan. 23. 


UMEROUS price changes that 

have been announced since the 

first of January were long ex- 
pected by both wholesalers and retail- 
ers. Therefore, but slight effect can 
be expected following the realization of 
many reductions. According to reports 
some jobbers had advance information 
on the extent of some decreases, and 
priced their orders and shipments ac- 
cordingly. 

The New York hardware market is 
at present the scene of consistent buy- 
ing activity that will make January’s 
sales records much larger than was 
generally expected by even the opti- 
mists. It is not believed by the ma- 
jority of jobbers that there will be such 
a flood of price changes for some time, 
but it is thought that there will be con- 
siderable adjustment during the next 
six months as it is thought that some 
lines have been reduced too much, and 
others not sufficiently. 

Several advances were made but 
were, of course, few and far between, 
and it seems very much unexpected. 

Local jobbers anticipate a particular 
healthy period of spring business, and 
are laying plans accordingly. Retail 
dealers also express confidence and are 
ordering in fair quantities for March 
deliveries. This applies to spring 
goods. 

Among the more important price 
changes reported by local jobbers dur- 
ing the past week, were the following: 


Webbing declined 214 per cent. 

Tin roofing caps declined ' cent per 
Ib. 

Electrical conduits had a reduction 
of 8 points on the new card known as 
No. 49 

Crayons for school, mill and railroad 
use have been reduced from 10 to 15 
per cent, 

Water heaters have been reduced 
approximately 10 per cent. 

Corrugated shoe nails have declined 
1% cents per lb. 

Tacks are 1 cent off. 

Cotton seine twine has been reduced 
3 cents per lb. by most manufacturers. 

Colored broom twine (cotton) has 
also been reduced 3 cents per Ib. 
Blasting caps No. 6 have been re- 
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duced $3; other sizes have had reduc- 
tions corresponding to their numbers. 

Sash chain, sheradized steel, has been 
reduced as follows: No. 0, $2 less 
per 1000 ft.; No. 1, $2.50 per 1000 ft.; 
No. 2, $5 per 1000 ft.; No. 3, $3 per 1000 
ft. These are all reductions per thou- 
sand feet. 


Handles for picks, axes and sledge 
hammers have declined 10 per cent. 


Shoe lasts and stands have declined 
from 20 to 25 per cent approximately. 

Ice tongs No. 00 to No. 12, are quoted 
at prices ranging from $8.50 to $16.50 
per doz. net. 

Stair buttons are quoted at $3 to 
$3.25 per gross net. 


Cane tips take a discount of 10 per 
cent, 


Crutch tips take a discount of 20 and 
10 per cent. 

Ice chisels, No. 2 size, are sold at $1 
per doz. Ice chisels, No. 20, $18.65 
per doz. 

Jobbers report the following an- 
nouncements from manufacturers: 

De Haven Mfg. Co., Brooklyn, N. Y., 
is preparing a new price list which 
shows another reduction on De Haven 
box strapping. 

Harrington Cutlery Co., Southbridge, 
Conn., has issued a new price list show- 
ing revised discounts; and invites deal- 
ers to secure information. The new 
list is effective Jan. 2, 1922. 

Automobile Accessories.—Retail 
dealers report some increased interest 
on the part of consumers for various 
automobile accessories. It is thought 
that the recent show has been a factor 
for causing this stimulation. The trade 
will soon be getting ready to handle 
spring touring season business. 

Axes.—With stocks in fair condition, 
and very mild buying interest in the 
axe and hatchet market, prices remain 
unchanged. 


Jobbers’ quotations f.o.b. New York: 

House axes, ebony finish, 2% Ib., $12 per 
doz. 

“Fall City’’ axes, 2% Ib., $13.50 per doz. 

Long Island handled axes, 24% to 2% Ib., 
$19 per doz. 

Second quality, 36-in. handle, 4 to 5 Ib., 
$18.75 per doz. 

Flint edge, Rockaway pattern, 4 to 5 Ib., 
$19.75 per doz. 

Connecticut pattern, handled axes, 3 to 
3% Ib., $19.50 per doz. 


Bolts and Nuts.—Considerable inter- 
est has been expressed at the price 
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revisions made recently. Jobbers seem 
to have adequate stocks, and dealers 
are buying with fair consistency. 

Jobbers’ quotations f.o.b. New York: 

Common carriage bolts, 3g by 6 and 
smaller, 60 per cent; longer and thicker, 60 
per ccnt, 

Machine bolts, 34 by 4 and smaller, 60, 10 
and 5 per cent; larger and thicker, 60, 10 
and 5 per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 80 per cent; larger and thicker, 75 
per cent. 

Tinners rivets, 60 per cent. 

Hexagon machine screw nuts, iron, new 
list 50 and 10 per cent; brass, 4/32-14/20 
75, 10 and 5 per cent, new list. 

Lock wash2rs, 50 per cent. 

Toggle bolts, steel, bright finish, 60 per 
cent, 

Iron rivets, 60 per cent; 
rivets, 40 per cent. 

Stove bolts, 80, 10 t» S80, 10, 10 per cent. 

Lag Screws.—65 and 10 per cent. 

Builders’ Hardware.—Building pro- 
grams in various parts of this district 
have met with general public and offi- 
cial approval to such an extent that 
wherever you go you will find signs of 
building activity. This has been a great 
stimulation to the sale of builders’ 
hardware, and it is safe to say that 
this particular line is at present one 
of the best paying departments of the 
average retail store. 


Electrical Goods.—It is still thought 
among the local jobbers that there will 
be price changes. They were expected 
to be announced in time for this report. 


solid copper 


Jobbers’ quotations f.0.b. New York: 
Electric iron, 6-lb., $6.75- list. Electric 
srill, having three cooking pans, 4, 1% 


and 2 in. deep, having also three different 
heat units, $15 list. Electric waffle iron, 
3% x 7 in., for two waffles, $16 list. Elec- 
tric reversible toaster, $8 list. Electric rer- 
colator, Colonial pattern, 6-cup capacity, 
$17.50 list. Same, 9-cup capacity, $19.50 
list. Continental pattern, 6 cups, $12 list. 
All subject to 30 per cent discount. 


Galvanized Ware.—The demand for 
galvanized pails and tubs took a slight 
spurt during the past week, and has 
held up fairly well. The market for 
sheets is rather quiet. 


Prices to retailers f.o.b. New York: 

Galvanized sheets, No. 28 gage, $5 to 
$5.25 per 100 Ib. 

Jobbers’ quotations f.o.b. Mew York: 

Galvanized pails, 8-qt., $2.35; 10-qt., 
$2.70; 12-qt., $2.95; 14-qt., $3.30; 16-qt., 
$4 per doz. 

Galvanized wash tubs, No. 1, $7.85; No. 
2, $8.80; No. 3, $10.25; all per doz. 


Ice Scrapers.—The lack of snow re- 
tarded interest in ice scrapers for some 
time, but the abundance of icy side- 
walks in this district quickly stimu- 
lated the sale of scrapers. 
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Jobbers’ quotations f.o.b. New York: 

Ice scrapers, solid shank, steel blade, 
rough finish, 6% x 5% in., 4-ft. handle, 
$6.25 per doz. Solid shank, extra quality, 
tempered steel blade, 7 x 6 in., %-in. pol- 
ished and painted blue, 4-ft. handle, $7.50 
per doz. Ice scrapers, socket extra heavy, 
7-in. blade, 6 in. deep, %-in. polished and 
painted blue, 4-ft. handle, $10 per doz. Ice 
serapers, extra heavy, solid shank, double 
beaded blade, 8 x 6 in. heavy iron ferrule, 
4%-ft. handle, $10.40 per doz. 


Ice Skates.—Skates have sold better 
than they have for a long time. The 
wholesale market, however, is quiet. 


Jobbers’ quotations f.o.b. New York: 
_Men’s and boys’ all clamp club skates, 
sizes 8 to 12 in., 91c. to $1.18. Men’s and 
boys’ all clamp hockey skates, runners cast 
steel, all parts nickel plated, sizes 9% to 
11% in., $1.24 to $1.63. Canadian hockey 
skates for men, women and children, nar- 
row foot plate, sizes 8 to 11% in., 94c. to 
$1.48. Women’s and children’s club skates, 
russet leather back and strap, sizes 8 to 
11 in., polished cast steel runners, $1.15 to 
$1.40. Women’s and children’s clamp hockey 
skates, $1.40. Women’s and children’s 
clamp hockey skates, russet leather back 
and strap, runners made of cast steel, 
nickel plated, $1.51 to $1.99. 


; Lanterns.—Mild interest is still be- 
ing shown in lanterns. Stocks are 
perfectly adequate, and prices un- 
changed. 


Jobbers’ quotations f.o.b. New York: 

Hy-lo tin lanterns, $8 per doz. Victor tin 
lanterns, $8.25 per doz. Monarch tin lan- 
terns, $8.25 per doz. Junior brass lanterns, 
$15.75 per doz. Blizzard tin lanterns, $13 
per doz. Buckeye dash lantern, with bull’s 
eye lens, $14 per doz. Roadster wagon lan- 
‘tern, $18.25 per doz. De-Lite tin lanterns, 
$13 per doz. Little Wizard tin lanterns, 
$11.25 per doz. Eureka driving lanterns, 
plain lens, $17.50 per doz. Watchman’s mill 
lanterns, enamel finish, $22 per doz. Im- 
perial platform lanterns, $9 each. 


_Linseed Oil.—The market for linseed 
oil is showing continued strength, 
though business generally is confined 
to small orders. The big buyers do not 


seem to be in the market to any great 
extent. 


Prices to the dealer, f.o.b. New York: 

Linseed oil in lots of less than 5 bbl., 76c. 
per gal.; in lots of 5 bbl. or more, 73c. per 
gal.; car lots, 68c. to 72c. per gal. 


Nails—There seems to be little 
stability to nail quotations. The local 
market on nails is considered negotia- 
ble. Buying is fairly good, but the 
market could hardly be called strong. 


Jobbers’ quotations f.o.b. New York: 
Wire nails, $3.25 base per keg; cut nails. 
$4 to $4.25 base per keg; coated nails, $3 
base per keg, and wire nails and brads 
70 and 10 per cent. ' 


Levels.—Along with other carpenters’ 
tools and supplies levels are receiving 
a fair amount of attention. 


Jobbers’ quotations f.o.b. New York: 

Pocket levels, iron, 8-in., japanned, $1.72 
coher wp Patong ae brass, nickel plated, 

glass, -69 per doz.; same, 4%-in. 

$8.20 per doz. ——_ 

Line levels, 3-in. aluminum, Germ il- 
ver end, $5.13 per doz. ai 

Plumbs and Levels.—Cast iron japanned, 
nickel plated trimmings, with proved 
glasses, two plumbs, 6-in., $16.32 per doz.; 
Same, 24-in., $31.60. 

Steel Levels. — Cold rolled steel, web 
japanned, one plumb and two levels, 22-in., 
$19.38 per doz. 


Rope and Twine.—Lack of business 
from shipping companies is being felt 
in the local rope market. Most local 
dealers being well supplied, but report 
light sales. Twine is fairly active, 
however. 


Jobbers’ quotations f.o.b. New York: 
Manila rope, No. 1 grade, 18c. to 19%%e. 
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‘per lb. Hardware grade, 15c. per lb. Sisal, 
No. 1 grade, 15c. per lb.; sisal No. 2 grade, 
13c. per Ib. Bolt rope, 20c. to 22c. per Ib. 

Lath yarn, 13c to lic. per lb. Jute wrap- 
ping twine, 20%c. to 25%4c. per Ib. India 
hemp twine, No. 6, 16c. to 18c. per Ib. 

Screws.—There seems to be more 
interest in screws in the local market. 
The prices quoted here are the most 
rep ‘esentative average prices now in 
force. There is still to be found a very 
wide divergence in jobbers’ quotations 
out of New York stock. 

Jobbers’ quotations f.o.b, New York: 

Wood Screws.—Flat head, bright, §2% 
per cent; flat head, galvanized, 674% per 
cent; round head, blued, 80 per cent; round 
head, nickeled, 70 per cent; round head, 
brass, 75 per cent; flat head, brass, 75 per 
cent; flat head, brass, 771% per cent; round 
head, brass, nickeled, 70 per cent. 

Local jobbers are quoting extra 10 to 
extra 25 per cent on the average to the 
above discounts. 

Machine Screws.—Iron, flat and round, 
80-10 per cent; brass, flat and round, 75 
per cent. ° 

Cap Screws., 75 per cent. 

Set Screws, 75-5 per cent. 

Snow Shovels.—Dealers seem well 
supplied with snow shovels, but, of 
course, if there should be a heavy snow 
storm there would probably be a slight 
temporary shortage in retail stocks. 
Jobbers seem to have ample supply 
for their needs. 

Jobbers’ quotations f.o.b. New York: 

All steel snow shovels, $5 per doz.; gal- 
vanized snow shovels, 2% x 16 in., $12 per 
doz.; black steel snow shovels, 16 x 18 in., 
$11 per doz. Massachusetts snow shovels, 
$9.75 per doz. 


Stove Pipe and Elbows.—Stocks ap- 
pear to be adequate for the present 
mild need. Prices are unchanged at 
present. 


Jobbers’ quotations f.o.b. New York: 

Stove pipe, black, iron, No. 28 gage, 12 
lengths to a bundle, 4 in., $1.60; 4% in., 
oes’ 5 in., $1.80; 5% in., $2.10; 6 in., 

av. 

Stove pipe wire, No. 18, 68c. doz.; No. 19, 
60c. doz.; 50 ft. in coil, No. 20, 50c. doz. 


Toys.—Considerable interest is ex- 
pressed over the coming Toy Fair to 
be held in New York the early part of 
next month. Juvenile vehicles seem to 
be the most active items in the local 
toy market. 


Mechanical specialties, blocks and 
other indoor playthings are also mov- 
ing with fair rapidity. It is thought 
that summer goods such as beach toys 
will be popular as many dealers are 
showing much interest. 

Window Glass.—Although present 
interest has shown but slight increase, 
there is much rumor that more activity 
will be felt in the local window glass 
market very shortly. Prices are un- 
changed. 

Prices to retailers f.o.b. New York: 

A single, 81 per cent; B single window 
glass, 82 per cent discount. 

A double, 82 per cent discount; B double 


glass, 85 per cent discount. 

List of March 1, 1913. 

Wire Goods.—Jobbers are reporting 
fairly large orders for poultry netting. 
Other items that come under the head- 
ing of wire goods seem to be moving 
well also. A big spring business is ex- 
pected. 

Joblers’ quotations f.o.b. New York: 

Poultry netting, galvanized after weav- 
ing, factory shipment, 50, 5 per cent; from 
New York stock, 45 per cent. Poultry net- 
ting, galvanized before weaving, factory 
shipment, 50-10-5 per cent. 

Square mesh wire cloth, 2 x 2, New York 
stock, $4.75 to $5 per 100 sq. ft. 


- 
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New York Naval Stores 


Generally speaking, buying in this 
division of the New York market is 
considered very close. The average or- 
der is small and the larger buyers for 
the most part seem quite inactive. 

There is much talk on the part of 
local authorities that the paint and var- 
nish manufacturers will shortly ar- 
range for fairly large spring purchases 
of spirits of turpentine which at pres- 
ent is being sold at 92 cents to 94 cents 
per gallon. It is said that the foreign 
demand has picked up noticeably for 
turpentine. 

Rosin has been advanced slightly and 
there is evidence of increasing demand. 
The latest available quotations on the 
various grades are as follows: 


Trade in rosin oils continues very 
quiet with peculiar fluctuations in de- 
mand. First run oil is selling at from 
36 cents to 38 cents, second run at from 
39 cents to 40 cents and third run aver- 
ages at about 47 cents. 

The market in tar pitch is holding 
up fairly well but the present move- 
ment is not as large as might be ex- 
pected. Stocks are said to be merely 
adequate with prices inclined toward 
firmness. Pitch in barrels of 200 lbs. 
is offered at $6 per barrel. , 


Metal Market Notes 


Reports from Youngstown, Ohio, in- 
dicate a firmer tendency in steel prices. 
Adherence to Pittsburgh base prices on 
finished steel products is very general, 
it is said, but pig iron and semi-finished 
materials are expected to continue on 
a mill or furnace basis. 


Although the producers of eopper 
offer the quotation of 14 cents there 
is some rumor of copper being offered 
at 18% cents. The rumor seems to be 
denied by reports from the leading sell- 
ing agencies, who also say that the do- 
mestic demand is unusually light. 


In spite of the rather quiet lead mar- 
ket, the prices for this metal are very 
steady, averaging around $4.75. 


The market for zinc is dull with little 
or no inquiry. Reports from various 
centers show reductions ranging from 
2% to 5 points off former prices. 


, There seems to be a tendency for pig 
iron to mark time for the present. 
There is not much inquiry out for the 
Pittsburgh market, interests béing cen- 
tered mainly in the eastern require- 
ments, 
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Office of HARDWARE AGB, 
1505 Otis Building, 
Chicago, Jan. 21. 


ENERAL business conditions in 

the Middle West are held to be 

considerably improved over those 
prevailing a few weeks ago. Large 
orders for box and gondola cars placed 
by the Illinois Central and the Union 
Pacific railways are indicative of the 
starting of a real buying program on 
the part of the railroads, it is said. 
There can be no question that whole- 
some improvement in railroad buying 
would have a generally beneficial effect 
on business of all kinds. 

A drop of 4.7 per cent in the number 
employed in the manufacturing indus- 
tries of this section was registered in 
December, but the decline was due to 
temporary shut-downs and the statis- 
tics of the labor officers in this locality 
indicate that unemployment is on the 
decrease. Illinois manufacturing plants 
are averaging 65 to 75 per cent of ca- 
pacity, with five days’ work per week. 
Northern Wisconsin saw mills are 
opening up and business seems to be 
improved in that section. Iowa manu- 
facturing plants, according to a recent 
survey, are going about 6 to 8 per cent 
of normal, and reports from Michigan 
and Missouri retailers indicate that 
business shows a slight tendency to 
increase. 


One of the hopeful features found in 
all localities of the Middle West is the 
enlarged building program. Both pri- 
vate and public enterprises are going 
ahead in a surprisingly large manner. 
Chicago has escaped the threatened 
general building strike and there is 
good activity in construction lines 
throughout the city and adjacent com- 
munities. 


There are no radical price reductions 
this week and few items are at all af- 
fected. 

Sales of staple hardware items have 
shown some gain in the last week and 
there is also increased interest in fu- 
tures for spring deliveries. 


Alarm Clocks.—Buying is being done 
by dealers in good volume. The dark 
months of January, February and 
March are the best of the year for 
sales of these goods, so active demand 
is likely for some time to come. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: American, $11.76 doz. lots, case 
lots, $11.04 doz.; Blue Bird, $13.20 doz. lots; 
case lots, $12.84; Bunkie, $21.48 doz. lots; 
case lots, $20.15; Lookout, $13.20 doz. lots; 
case lots, $12.84 doz.; Sleepmeter, $15.12 
doz, lots; case lots, $14.64 doz. 

Automobile Accessories —The open 
winter has permitted a more general 
use of cars than in past seasons and 
has helped the demand for automobile 
accessories, but their sale is not large 
in spite of this favorable factor. Prices 
are without change. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Reliable jacks, No. 46, $2.65 each, 
lots cf 10, $2.25 each; No. 1 standard jacks, 
$2.75 each, $32 per doz.; Twin cylinder foot 


pumps, heavy duty, $1.35 each, $15 per doz. 
Simplex jacks, No. 36, $1.75 each, doz. lots 
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each, $1.60. Stewart hand horns, $4. Weed 
chains, 30x3%, 25 per cent discount single 
pair lots, 33% per cent discount single lots; 
Rid-O-Skid chains, 25 to 33% per cent off. 
Inner tubes, red, 30x3%, $1.90 each; gray 
tubes, 30x3%, $1.50 each. Lyon bumpers, 
No. 105, $10.75; No. 101, $8.25. Bethlehem 
spark plugs, special Ford type, lots of 100, 
36c. each; mica type Bethiehem spark 
plugs, 80c. each, 78c. lots of 99, 74c. lots 
of 100 to 499; standard porcelain Bethle- 
hem plugs, 58c, each, 56c. lots of 99, 55c. 
lots of 100 to 499; Hercules Giant plugs, 
60c. all sizes; Hercules Junior plugs, 35c. 
all sizes; Splitderf plugs, less than 100, 67c. 
each, 100 lots 63c. each; Splitdorf plugs 
special for Fords, 50c. each, 100 lots 48c. 
each; Champion X plugs, 50c. each, 100 
lots 48c. each; Champion 0 plugs, 58c. each, 
100 lots, 56c. each, 1000 lots 54c. each; 
Champion heavy duty plugs, Dodge type, 
58c. each, lots of 100, 56c. each, lots of 
1000, 54c. each. 


Axes.—There is a moderately satis- 
factory demand for axes which show no 
change in price. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 lb., $14.50 base; good 
quality black unhandled axes, same weight, 
$13.50 base; single bitted handled axes, 
$16.50 to $22 per doz. 


Bicycles and Tires.—Next season’s 
prices have already been announced 
and some dealers are covering their 
early spring wants. 

Builders’ Hardware.— There is no 
let-up in the demand for builders’ hard- 
ware, which has been pronounced in the 
Chicago territory for many weeks. 
Manufacturers say that they have a 
comfortable amount of orders ahead, 
with indications of the demand growing 
heavier with the coming of spring. It 
will probably be March 15 or April 1 
before the full demand is felt. With 
business as good as it is there is little 
reason to look for any price changes. 

Cotton Gloves.—There is no change 
in price this week and a fair demand 
for this article prevails. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Six oz. knit wrist gloves, $1.20 
doz.; 8-oz. knit wrist gloves, $1.45 doz.; 
10-0oz. knit wrist gloves, $1.80 doz. 

Copper Rivets and Burrs.—Copper 
prices continue to show strength and 
the quotations on rivets and burrs re- 
main firm. 


Chains.—There is the usual demand 
expected at this season for chains. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: *%-in. proof coil chains, $8.00 per 
100 Ib.; weldless coil chain, 50-10 per cent 
off list; No. 00, 4% electric welded cow 
ties, $2.65 per doz. 

Cutlery.—There is no heavy demand 
for cutlery now on the part of the con- 
sumer, but retailers and jobbers are 
sorting up their stocks, which were run 
down due to the lively holiday business. 


Cooking Utensils —Both enamelware 
and aluminum ware have been selling 
very well. There are no price changes. 


Eaves Trough and Conductor Pipe.— 
The spring demand for this material is 
starting up and transactions are grow- 
ing larger and more numerous. Prices 
are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 29 gage, 5 in. lap joint eaves 
trough, $4.30 per 100 ft.; 29 gage, 3 in. 
corrugated conductor pipe, $4.50 per 100 


ft.; corrugated 3 in. conductor elbows, 
$1.55 doz, 


Files.—Steady demand at unchanged 
prices is noted. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: American files, 70 per cent off 
list; Nicholson files, 50-10-10 per cent off 
list; Disston files, 50-10-10 per cent off 
list; Black Diamond files, 50-10 per cent 
off list. 


Flint Paper and Cloth.—There is no 
change in demand, or in price. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality flint paper, No. 0, 
$4.50 per ream; first quality emery cloth, 
No. 0, $27 per ream. 


Galvanized Ware.—Buying is being 
done on a hand-to-mouth basis with 
prices holding firm. 


Glass.—There is enough building ac- 
tivity to make a good market for glass 
at prices which show firmness. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A, all sizes, 81 
per cent off; single strength B, all sizes, 
81 per cent off; double strength A, all 
sizes, 83 per cent off; double strength B, 
all sizes, 83 per cent off, putty in 100-Ib. 
kits, $4.75. 


Hatchets.—Good business has been 
recorded in hatchets during the past 
week. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality broad 
hatchets, $16 per doz.; competitive grade, 
$12 doz.; warranted shingling hatchets, 
$12 doz.; competitive forged shingling 
hatchets, $8 doz. 


Hammers. — With the approach of 
spring more interest is shown in ham- 
mers by the retailer who is getting 
ready for the expected heavy demand 
which spring building should develop. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; competitive forged nail 
hammers, $6 to $9 per doz.; cast steel 
hammers, $4 per doz. 


Hickory Handles—The demand con- 
tinues quite lively and prices show no 
evidence of weakening. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special 
white growth second hickory, $4.50 doz.; 
No. 1 hatchet and hammer handles, 80c. 
doz.; second growth hickory hatchet and 
hammer handles, $1.20 doz. 


Hose.—This item will continue to in- 
crease in sales during the coming 
weeks. It is one of the things the 
dealer gets in early for spring and 
summer demand. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. molded reel hose, good 
quality, 13%c.; %-in. 3-ply good quality 
duck hose, 13%c.; %-in. 4-ply good quality 
duck hose, 16c.; %-in. 5-ply multiple hose, 
10%c. 


Ice Skates.— Milder weather has 
somewhat interfered with the sale of 
ice skates, which have been a partic- 
ularly lively item during the last few 
weeks. Prices are holding without re- 
vision. . 


We quote from jobbers’ stocks, f.o.b. 
Chicago: North Star aluminum finish racer 
or hockey for men and women, $9 pair; 
North Star nickel finish racer or hockey 
for men or women, $10.25 pair; key clamp 
rocker, steel runners, bright finish, 90c. 
pair; key clamp rocker, steel runners, 
nickel finish, $1.15 pair; clamp hockey, pol- 
ished cast steel runners, $1.20 pair; key 
clamp hockey, carbon steel runners, $1.60 
pair; half key clamp rockers for women 
and girls, $1.10 pair; half key clamp 
hockey for women and girls, $1.51 pair. 
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Lawn Mowers.—It is still a little 
early for dealers to show real lively in- 
terest in lawn mowers, but business 
should be enlivened soon. Prices have 
already been reduced for 1922. 


Lanterns.—The short daylight hours 
make for demand in lanterns, which 
has been good and remains so. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Monarch tin lanterns, hot blast, 
$8.25 per doz.; No. 2, Dietz cold blast 
lanterns, $13.00 per doz.; with large founts, 
$14.25 per doz.; best tubular lanterns, $8.25 
per doz.; Competition lanterns, No. 0, 
tubular, $6.65 per doz. 


Nuts and Bolts.—Just the usual de- 
mand is noted for nuts and bolts at 
prices which are unchanged. 


We quote frcm jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 60 per cent 
off list; small carriage bolts, 60-10 per cent 
off list; large sized machine bolts, 60-5 per 
cent off list; small sized machine bolts, 60- 
10 per cent off list; all stove bolts, 80 per 
- off list; all lag screws, 60-10 per cent 
off list. 


Nails.—Steady demand without any 
large orders is the report on nails. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3.25 per keg 
base. 

Roller Skates.—Dealers are getting 
ready for the early spring demand for 
roller skates, and business is good in 
this item. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.72 per pair; girls’ style, $1.82 per pair. 

Rope.—There are no 
price. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila _ rope, 
standard brands, 17%4c. to 18%c. per IJb.; 
No. 2 manila rope, 16c. to 16%c. per Ib. 


base; so-called hardware grade manila rope, 
12%c. Ib.; No. 1 sisal rope, highest quality 


changes in 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Jan. 21. 


EW ENGLAND wholesale hard- 

ware houses have recovered some- 
what from the shock occasioned by the 
flood of price changes received during 
the first two weeks of the new year, 
and inventory taking and pricing. 
More or less confusion still exists, 
however, due largely to the receipt of 
further price changes and new lists 
dealing with various hardware items. 
Another week should find details 
largely adjusted and the business or- 
ganizations once more working 
smoothly. The jobbers are beginning 
to place stock orders. It is interest- 
ing to note that such orders in a great 
many instances cover no more than two 
or three months’ requirements. Where 
the exception is noted, the stock in- 
volved is either staple in character, or 
is guaranteed against a decline in price 
sufficiently far advanced to give a cer- 
tain degree of safeness. 

Nothing, of course, is certain, but 
the manufacturers interviewed recently 
appear to have lost much uncertainty. 
They seem to be a great deal surer of 
themselves than they were six months 
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standard brands, 14% to 15446c. per Ib. base; 
No. 2 sisal rope, standard brands, 13c. to 
l4c. per lb. base. 

Steel Goods.—Better interest is shown 
in this line with the approach of spring. 
Prices have already been reduced for 
1922. 


Stove Pipe—A reduction of about 10 
per cent has been announced on stove 
pipes and there seems to be a little 
more interest in this material for cur- 
rent business. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $8.75, 30 gage, $9.60, 
28 gage, $11.85, 26 gage, $14.30; 6-in. elbows, 
30 gage, $1.15; 28 gage, $1.30; 26 gage, $1.55 
per doz. 


Solder and Babbitt Metal—The mar- 
ket continues strong on basic metal and 
prices show firmness. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $22 per 
100 lb.; medium 45-55 solder, $21 per 100 
lb.; tinners’ 40-60 solder, $20 per 100 Ib.; 


high speed babbitt metal, $18 per 100 Ib.; 
_— No. 4 babbitt metal, $7 per 100 


Sledges, Mauls and Wedges. — No 
change has been recorded since the re- 
cent small reduction in price, 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Striking and B.S. sledges, 5 to 16 
Ib., $8 per 100 lb.; wood chopping mauls, 
5 to 8 lb., $12 per 100 Ilb.; common fluted 
wedges, 3 to 6 lb., $7 per 100 Ib. 

Sash Weights.—Prices are unchanged 
and the demand continues good for this 
time of the year. 

We quote from jobbers’ stocks, 
Chicago: Sash weights per ton, $36. 

Steel Sheets—Steady business with 
prices showing evenness, is the report 
on steel sheets. 


We quote from jobbers’ stocks, f. 
Chicago: 28 gage galvanized sheets, $ 
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ago. Surely sentiment like this must 
count for something. Probably one 
thing, the lowering of commercial pa- 
per money loaning rates, has done 
more to restore better sentiment in 
manufacturing circles than anything 
else. 

Collectively, the retail hardware 
dealers of New England are ordering 
more merchandise than they were a 
year ago. Usually at this season the 
retail dealer is taking on little if any 
new merchandise because of his inven- 
tory taking period. To-day he is by no 
means buying freely, but nevertheless, 
ordering small lots of this and that— 
a little of many different articles— 
which in the aggregate weekly amount 
of capital involved makes a very good 
showing. Such buying must mean just 
one thing—that New England retail 
stocks are badly shot. 


Automobile Accessories.—During the 
past week or ten days the manu- 
facturers of automobile accessories 
have been less inclined to change 
prices. This fact has lent considerable 
stability to the local market, and the 
general hope is that lists will remain 
as they are for a while, at least. 
Jobbers report business as being quiet, 
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per 100 lb.; 28 gage black sheets, $4.15 per 
100 Ib. 

Stove Boards.—No change in price 
and demand is of fair size. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Crystal wood lined square boards, 
26-in., $14.45 doz.; 28-in., $16.95 doz.; 30- 
in., $19 doz.; Crystal paper lined stove 
boards, square, 26-in., $8.15 doz.; 28-in., 
$9.10 doz.; 30-in., $10.80 doz. 


Sash Cord.—Business has been good 
in this material and is continuing so, 
with prices showing strength. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 


$8.45 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 per doz. hanks. 


Screws.—No long time buying is 
noted, but the current business is of 
fair volume. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 80-10-10 
per cent off list; round head blued, 77%4- 
10-10 per cent off list; flat head brass, 75- 
10-10 per cent off list; round head brass, 
72%%-10-10 per cent off list; japanned, 72%- 
10-10 per cent off list. 


Sporting Goods.—Interest in spring 
sporting goods is beginning to be felt 
and with prices reduced materially 
than they have been, the dealer is 
looking forward to a very active season. 


Wire Goods.—Staples in wire goods 
are showing a good movement and 
prices which give no indications of any 
break. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire $3 per 
100 lb.; galvanized barb wire, $3.90 per 100 
lb.; 12 mesh black painted wire cloth, $1.90 
per 100 sq. ft., poultry netting 56 per cent 
off; galvanized after weaving, 51 per cent 
off; catch weight spool galvanized cattle 
wire, $3.90 per 100 lb.; 80 rod spool gal- 
vanized hog wire, $3.40 per spool; No. 8 
galvanized plain wire, $3.50 per 100 Ib, 


but say it usually is at this time of the 
year. A comparison of the general at- 
titude of retail and jobbing hardware 
dealers talked with over a period of 
two or three months is interesting be- 
cause of its confliction. Retail dealers, 
in a large number of instances, are 
planning to enlarge their automobile 
accessories business in 1922, and hope 
to make still further gains in 1923. 
Some of the jobbers, on the other hand, 
take the directly opposite view. They 
do feel, however, they will do an ex- 
cellent auto repair materia] business 
the next two years. But as far as 
the accessories business goes, they are 
inclined to feel it will taper off be- 
cause they anticipate sales of new cars 
will decrease. 


Baseball Goods.—In addition to the 
reduction in leading makes of baseball 
bats, announced last week, local jobbers 
are now out with new prices on gloves, 
which show a downward revision of 20 
to 25 per cent in conformity with manu- 
facturers’ new schedules. Prices on 
baseballs have not changed, those go- 
ing into effect last October still hold- 
ing. In fact, most of the trade antici- 
pate doing a bigger business than ever 
before, for young America each year 
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grows fonder and fonder of out-door 
activities. 

We quote from Boston jobbers’ stocks: 

Bats.—Louisville Sluggers, all types, $18 
per doz.; & B branded, Professional 
League, $14. 20 per dozen; burnt oil finish, 
$10.80; King of the Field, $7.20; Semi-Pro, 
$7.20; Junior League, $3. 60; Cracker-Jacks, 


$2. 

Balls.—Harwood Dandy, $1.20 per dozen; 
Boy’s Favorite, $1.75; Young America, 
$2.50; Junior League special, $2.50; Junior 
League, $4; Boy’s League, $4.75; 
Dollar Lively, $7; Professional League, $9; 
Harwood League, $15; National League, 
316.50. 

Chain.—The reduction in prices an- 
nounced last week by the jobbing trade 
has resulted in some chain business, 
but consumers as a rule appear in no 
hurry to cover requirements. Many 
jobbers are under the impression, how- 
ever, that business this spring will 
show a decided improvement. This be- 
lief is based on the supposition that 
stocks in consumer’s hands are down 
to within striking distance of the 
vanishing point. 

We quote from Boston jobbers’ stocks: 
Proof coil self-colored chain, in cask lots, 

i $12.80 per 100 lb.; %-in., $11.55; 
vs-in., $10; 3%-in., $8.45; yy-in., $8.10; 14-in., 
$7.80; e-in., $7.75; 5¢-in., $8.45. 

Fishing Tackle——Those credited with 
selling more fishing tackle to the re- 
tail hardware trade than the average 
run of jobbing firms, report a marked 
improvement in the movement of goods 
out of stock. A portion of the mer- 
chandise going out of town today was 
ordered some time ago, to be sure, but 
new orders are coming in at a very 
satisfactory rate of activity. In order- 
ing, the rank and file of retail dealers 
are buying a good assortment indi- 
cating that stocks are badly broken. 


Galvanized Ware.— Local jobbers 
have marked down galvanized pails-and 
tubs approximately 5 per cent in keep- 
ing with new prices issued by manu- 
facturers. 


We quote from jobbers’ stocks: 

Ash Cans.—Galvanized, No. 04118, $2.75 
each No. 190, $4.25 each. 

Coal Hods.—Japanned, 
dles, 15-in., $3.90 per doz.; 16-in., $4.24; 
17-in., $4.64; galvanized, with wood han- 
dles, 15-in., $5.40; 16-in., $5.95; 17-in., $6.40; 
18-in., $6.90 

Pails.—Eight-at., 
$2.40; 12-qt., $2.64; 
pails, 40-lb.. to the doz.; 
doz., $4.96. 

Tubs.—Galvanized, 
doz.; No. 300, $12.50 

Garbage Gane.—Galvaniecd, No. 1, 
per doz.; No. 2, $1.48; No. 4, $1. 08. 


with wood han- 


$2.12 per dozen.; 10-qt., 
14-qt., $2.96; heavier 
$3. 86: 50 .b. to the 


No. 200, $11.50 per 


$1.68 


Iron and Steel.—Further slight gains 
in the daily tonnage of iron and steel 
moved are reported by a majority of 
the heavy hardware houses. Business 
is a long way from active, however. 
Consumers are showing more interest, 
however, the reduction in jobbing quo- 
tations announced last week probably 
having considerable to do with the 
improved sentiment. It apparently is 
quite generally felt the market may go 
lower, but it is also generally realized 
that it is impossible to cut prices much 
more. Consumers therefore feel rea- 
sonably safe in making purchases, be- 
cause if mills do reduce prices it will 
be only slightly and will have little 
bearing on consumers profits. Local 
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stocks of iron and steel continue to 
work slowly downward, and in spots 
are smaller than carried in pre-war 
days. 


We quote from Boston jobbers’ stocks: 

Iron.—Refined, $2.554% per 100 lb. base; 
best refined iron, $4.25; Wayne iron, $5.50; 
Norway iron, $5.50. 

Steel.—Soft steel bars, $2.55%4 per 100 lb. 
hase; flats, $3.0514; concrete bars, plain, 
stock lengths, $2.551%4; angles, channel and 
beams, $2.55%4; tire steel, $3.85 to $4.25; 
$4.40; steel bands, 
to $3.53; steel hoops, $3.3114; cold 
$3.55 to $4.05; toe calk steel, 


open-hearth spring steel, 
$3.15%4 
rolled steel, 
$5. 


Kiddie Kars.—The manufacturers of 
Kiddie Kars are out with new price 
lists that show comparatively few 
changes. This class of merchandise has 
not sold especially well for some time, 
due it is believed, to the desire of re- 
tail dealers to reduce stocks prior to 
inventory taking. Jobbers therefore 
believe retail stocks are down to a 
minimum and consequently a good sea- 
son is looked for this Spring. 
stocks: 
2, $1.50; 
$3; trailers, 


We quote from Boston jobbers’ 

Kiddie Kars.—No. 1, $1 each; No. 
No. 3, $2; No. 4, $2.50; No. 5, 
$1. Discount 33% per cent. 

Kiddie Kars Specials.—Rubber tires, No. 
101, $2 each No. 102, $3; No. 103, $3.75; 
No. 104, $4.50; No. 105. $5. Discount 33% 
per cent. 

Nails.—Irregularity in prices for 
wire nails has cropped up again. 
Some local jobbers continue to quote on 
a basis of $3.75 per keg base, while 
others have reduced price 50 cents per 
keg. Otherwise prices for nails are 
fairly uniform in this market. 


We quote from Boston jobbers’ stocks: 


Wire nails, per keg from the store, $3.50 to 
$3.75 base, f.o.b. Boston; direct from mill 
shipments, in car lots, $2.85 per keg base; 
in less than car lots, $3.10 per keg base; 
cut nails, $4.25 per keg, base; galvanized 
eut nails, $7.50 base. Tremont schedule of 
extras same as heretofore. 


Razors.—Last week it was an- 
nounced by jobbers that manufacturers 
of straight razors had reduced prices 
15 per cent. It now develops the re- 
duction was not much more than 10 
per cent on the average. Judging from 
the activities of manufacturers 1922 
will be an interesting year in the razor 
market. Apparently every maker of 
this class of cutlery intends, if possi- 
ble, to materially increase sales, and 
the retail hardware dealer will be 
given the benefit of their efforts to in- 
crease earnings. Already one of the 
safety razor manufacturers is out 
with a new style to retail at $1, that 
costs the retailer $9 a dozen in one and 
two dozen lots, and $8.10 a doézen in 
three dozen lots or more. Another 
safety razor manufacturer will soon 
place on the market a new design 
radically different from the one now 
produced. 

We quote from Boston jobbers’ stocks: 

Straight Razors.—Geneva brands, Henry’s 
X, $12.80 per dozen; Grant, $18; Vanadium, 
$20; Gold Seal, $24; Army and Nevy, $24; 
Expert, $20 Safedge, $19.20. 

Rivets.—True to predictions made 
a week or ten days ago, some of the 
Boston jobbing interests have reduced 
prices on rivets all of 50 cents per 
keg. With the lower prices has come a 
slight improvement in the demand, but 
there is still much room for improve- 
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ment. Local stocks are considerably 
smaller than they were a month ago, 
but apparently are large enough to fill 
all requirements. 

We quote from Boston jobbers’ stocks: 

Rivets. — Structural, button head, 2 to 
5-in. long, %-in. and larger, $4.25 per keg; 
5g-in. and }4-in., $4.40; %-in., $4.75; 1 to 
2-in. long, %-in. and larger, $4.50; %-in. 
and jg-in., $4.65; %-in., $5. Cone head, 
boiler quality, 2 to 5-in. long, %-in. and 
larger, $4.35; 5g-in. and }}-in., $4.50; %4-in., 
$4.85; 1 to 2-in. long, %-in. and larger, 
$4.60; 5g-in. and }-in., $4.75; %4-in., $5.10. 
Iron rivets, small, 60 per cent discount. 

Screens and Screen Doors.—The lo- 
cal market on screens and screen doors 
has been advanced approximately 10 
per cent. A change of this kind, while 
prices in general are tending down- 
ward, naturally attracts more than 
passing attention. The new prices 
issued by manufacturers were more or 
less of a surprise to the jobbing trade 
here. 


Screws.—According to most of the 
jobbers the recent adjustment in wood 
screw prices has failed to stimulate 
buying. They add, however, it is 
hardly fair to form an opinion because 
we have been passing through a period 
when the demand for wood screws 
naturally is limited. From now on 
business should increase, but most peo- 
ple look for a slow improvement. Ma- 
chine screws are perhaps a shade more 
active, but business is far from satis- 
factory to the jobber. 

We quote from Boston jobbers’ lists: 

Wood Screws.—Iron, bright, flat, 82% 
per cent discount print; flat head blued 
8214 and 5 per cent discount; round head 
blued, 80 per cent discount; flat head brass, 
77% per cent discount; round head brass, 
75 per cent discount; flat head galvanized, 
67% per cent discount; flat head nickel, 

discount; round head nickel, 


70 per cent 
discount; the extreme price 


70 per cent 
beyond the regular is an additional 10 and 


5 per cent discount. 

Machine Screws, Etc.—Coach screws, 50 
and 10 per cent discount; set screws, in- 
cluding headless, 75 and 10 per cent dis- 
count; cap screws, square and hexagon, 
75 per cent discount; fillister, 40 and 10 
per cent discount; flat, 30 per cent discount; 
button head, 20 per cent discount; lag 
screws, 50 per cent discount: iron machine 
screws, flat and round head, 70 per cent 
discount; fillister, 45 per cent discount; 
flat and round head brass, 40 per cent dis- 
count; fillister, 35 per cent discount. 

Shovels.—Recently it was announced 
there had been an advance in the price 
of the Ames style of steel shovels. At 
that time it was not known by the 
jobbing trade if steel snow shovels 
were included in the revision. An- 
nouncement is now made that the 
Ames, Massachusetts, steel snow 
shovels have been marked up $2 per 
dozen, bringing the D-handle up to 
$9.50 per dozen, and the long handle 
up to $9.25. 


Skates.—It has been a remarkable 
year for the sale of skates. People in 
this section of New Engiand, at least, 
have taken up the skating craze—the 
young as well as the old. More busi- 
ness men are going in for skating than 
ever before, judging from what dis- 
tributors say. It is quite the fashion 
to have skates attached to shoes, and 
to change from walking to skating 
shoes on the ice. Movies, theatres and 
dance halls are feeling the effect of 
young people getting out into the 





open. Those retail stores we have 
talked with say they have sold more 
skates this winter than they did dur- 
ing the three previous winters com- 
bined. Hockey sticks naturally have 
enjoyed a big sale this season. 
Wrenches.—It is intimated a change 
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LREADY there are signs of a 

slight increase in demand for 
some iron and steel products, especially 
for tin plate, the demand for which 
at this time is large enough to keep 
the tin plate mills running to nearly 
full capacity, and with work ahead for 
the next several months. As we stated 
in our report last week, the consensus 
of opinion seems to be that the stee! 
trade will not get into full stride be- 
fore the summer, but prior to that 
time there will be moderate increase in 
new demand, with the blast furnaces, 
steel works and finishing mills operat- 
ing probably to 50 per cent of normal 
capacity, or a little better. 


There are two or three very import- 
ant matters pertaining to the steel 
trade that will have to be ironed out 
before there can be real and continued 
activity. One of these, and probably 
the most important one, is the freight 
rate situation. Leading steel makers 
have been insisting for some months 
that freight rates are entirely too high, 
and will have to come down very ma- 
terially before there will be anything 
like a return to normal conditions in 
the steel trade. On the other hand, 
the railroads insist that if they must 
reduce freights, they must also have 
lower wages, and they are hesitating 
at this time to ask the men to accept 
lower wages, in view of the continued 
high cost of living. 

The charge that there is any profi- 
teering on steel products is absurd and 
without any foundation in fact. On the 
contrary, the liquidation in prices on 
steel products has been drastic, and on 
most lines present prices not only do 
not allow any profits to the mills, but 
show an absolute loss. In proof of this, 
it is only necessary to refer to some 
of the quarterly and semi-annual state- 
ments of leading steel companies that 
were put out last year. These all 
showed tremendous losses in opera- 
tions, and the fact that many steel 
concerns have stopped payments of 
dividends on common stock, is further 
proof that stee] prices had been pretty 
thoroughly liquidated. Another proof 
of this statement is that at the present 
time, prices on all kinds of steel prod- 
ucts, with the exception of two or 
three unimportant items, are showing 
remarkable firmness, and manufactur- 
ers are steadily refusing to book or- 
ders at cut prices, saying they have 
gone the limit, and cannot make any 
lower prices on their products, unless 
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is coming in the prices of monkey 
wrenches, but details are lacking. 
Small wrenches are selling less freely 
than they did before the holidays, but 
it is understood quite a lot of stock 
has changed hands during the past six 
months. On the heavier wrenches, 
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they get a reduction in freights, and 
also in wages. 

In the heavier and leading items of 
finished steel, these being plates, shapes 
and bars, the market has settled down 
to the basis of 1.50 cents per lb. f. 0. b. 
Pittsburgh, and these prices are hold- 
ing quite firm. There are persistent 
reports that prices of wire and wire 
nails are being shaded, but careful] in- 
vestigation shows clearly that the 
regular price of $2.50 base for wire 
nails and $2.25 for plain annealed wire 
are holding quite firm. In December 
last, present prices on sheets were es- 
tablished by the mills, these being 2.25 
cents for blue annealed, 3 cents for No. 
28 gage black and 4 cents for No. 28 
gage galvanized, and efforts to break 
these prices have failed. On the whole, 
there is more stability now in prices 
on finished steel products, than there 
has been at any time since the liqui- 
dation started. 

Operations of the steel plants, blast 
furnaces and finishing mills in the 
Pittsburgh and nearby districts are 
about on the same basis as they have 
been for the past month or more. The 
general average of operations is 45 to 
50 per cent, but this is likely to show 
an increase within the next 30 days. 
Jobbers and consumers are _ steadily 
pursuing the policy of buying in small 
lots to cover actual needs, and there is 
not likely to be much change in this 
method of buying for some time to 
come. 

In the hardware trade, inventories 
have been pretty well completed, job- 
bers and retailers now know what they 
did in business last year, and have 
made plans for an active business cam- 
paign for 1922, and this year will 
likely see more determination, push and 
energy in the sales departments of 
hardware merchants than in any pre- 
vious year. One leading jobber here 
states that he fully expects to do a 
larger volume of business in 1922 than 
he did last year, but he says to do this 
it is going to take every ounce of en- 
ergy in every man in his place, from 
the president down to the least im- 
portant employee. This means that the 
hardware trade is now distinctly a 
buyers’ market, and to do business with 
him, he must be offered attractive in- 
ducements in service, prices, quality of 
goods, and deliveries that will appeal 
to him, and cause him to hand out his 
orders. 

It is very evident, too, that prices in 
hardware have been pretty well liqui- 
dated, as price changes in the past 
week have been fewer and less im- 
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however, business has lagged some- 
what. 

We quote from jobbers’ stocks: 
55 and 5 per cent discount. Trimo pipe 
wrenches and parts, new list, 55 and 5 per 
cent discount; Coes wrenches, 40 and 10 
per cent discount; drop forged wrenches, 
40 per cent discount; agricultural wrenches, 
50 and 10 per cent discount. 


Stillson, 


portant than in any previous week for 
a long time. In fact, on some lines of 
hardware, both jobbers and retailers 
are showing more disposition to antici- 
pate their wants, and are buying more 
freely than they have at any time in 
some months. The market on automo- 
bile suppiles is somewhat uneasy, due 
to the reduction in prices made on 
nearly all makes of automobiles, the 
trade naturally expecting that prices on 
most accessories will also be reduced 
to meet the general situation in the 
motor car market. Stocks are low, and 
once the trade gets the idea that prices 
are going to be stable there will be 
free buying, Collections are reported 
as being pretty tight, with some im- 
provement notices from certain sec- 
tions. 


Automobile Accessories.—The trade 
in accessories is reported to be quieter 
now than at any time for some weeks. 
The new demand for tires is quiet, 
many buyers looking for further reduc- 
tions in prices, while on the small ac- 
cessories the same conditions prevail. 
The mild weather so far this winter 
has restricted sales of robes and heat- 
ing appliances for cars. 

Jobbers quote from stocks, f.o.b. Pitts- 
burgh, about as follows: Reliance jacks, 
No. 1, $2.38; No. 2, $3.33, in lots of 12; A. 
C. Titan spark plugs, 65c. in lots up to 10, 
and 58c. in lots of from 10 to 100; Derf 
spark plugs, 96c. each for all sizes, in lots 
less than 50; Champion X, 50c. each for 
less than 100, and 48c. each for over 100; 
Champion regular, 58c. each for less than 
100, all sizes, and 56c. each for over 100. 

Aluminum Ware.—Since the recent 
heavy reductions in prices on kitchen 
aluminum ware made by most of the 
manufacturers, then passed to the job- 
bers and retailers, the new demand for 
aluminum ware is reported to have 
picked up considerably. Aluminum 
ware for kitchen utensils is so light in 
weight, attractive in appearance, so 
sanitary and easily kept clean, that 
housewives are willing to pay advance 
in prices for it over the cheaper makes 
of kitchen ware. 

Bolts and Nuts.—There is nothing 
new to report in this trade. Demand 
is quiet and mostly for small lots, with 
prices holding only fairly strong. As 
yet there is no disposition on the part 
of the buying trade to anticipate 
wants. 

Local jobbers continue to quote on 
orders from stock as follows: 

Large structural and ship rivets, $2.25 to 
12.40 base; large boiler rivets, $2.35 to $2.50 
base; small rivets, 70,10 and 5 to'70, 10 and 
10 per cent off list. Machine bolts, small, 
rolled threads, 70, 10 and 5 to 70, 19 and 
7% per cent off list. Machine bolts, small, 


cut threads, 70 and 5 to 70 and 10 per cent 
off list. Machine bolts, larger and longer, 
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65, 10 and 5 to 70 and 10 per cent off list. 
Carriage bolts, % in. x 6 in.: Smaller and 
shorter rolled thread, 65, 10 and 10 per cent 
off list. Cut threads, 65 and 10 to 70 per 
cent off list. Longer and larger sizes, 65 
and 10 to 70 per cent off list. Lag bolts, 70 
and 10 to 70, 10 and 5 per cent off list. 
Plow bolts, Nos. 1, 2 and 3 heads, 60 and 10 
per cent off list. Other style heads, 20 per 
cent extra. Machine bolts c.p.c. and t. 
nuts, % in. x 4 in. Smaller and shorter, 65 
and 5 per cent off list. Larger and longer 
sizes, 65 per cent off list. Hot pressed sq. 
wr hex. blank nuts, $5.50 off list. Hot pressed 
nuts, tapped, $5 to $5.20 off list. C.p.c. and 
t. sq. or hex. blank nuts, $5.25 off list. 
C.p.c. and t. sq. or hex. blank nuts, tapped, 
$5 off list. Semi-finished hex. nuts: 4 In. 
to # in., inclusive, 80, 10 and 10 per cent off 
list; small sizes S. A. E., 80, 10, 10 and 10 
per cent off list; 5% in. to 1 in., inclusive, 
U. S. S. and S. A. E., 70, 10, 10 and 10 per 
cent off list. Stove bolts in packages, 80, 
10 and 5 per cent off list. Stove bolts in 


bulk, 89, 10 and 7% per cent off list. Tire 
bolts, 65, 10 and 10 per cent off list. Track 
bolts, carloads, 3.25c. to 3.50c. base. Track 


bolts, less than carloads, 4.25c. to 4.50c. 


Upset Square and Hex. Head Cap Screws. 
—'% in. and under, 75 and 10 to 80 and 10 
per cent off list; % in. to % in., 75 and 10 
to 80 and 10 per cent off list. 


Upset Set Screws.—% in. and under, 80, 
10 and 5 to 85 per cent off list; % to % in., 
80, 10 and 5 to 85 per cent off list. 


Milled Square and Hex. Cap Screws.— 
All sizes, 70 and 10 per cent off list. 

Mill Set Screws.—All sizes, 70, 10 and 5 
per cent off list. 


Small lots take 10 to 20 per cent advance 
over above prices. 

Builders’ Hardware. — Local condi- 
tions in the builders’ hardware trade 
are reported more satisfactory than for 
sometime. The local outlook is for 
considerable building activity in the 
Pittsburgh district this year and both 
jobbers and retailers report sales 
heavier than for a long time. There 
has been complete liquidation in prices 
on builders’ hardware, some lines of 
which, notably the cheaper grades of 
locks, are now selling at lower than 
pre-war prices. 


Carbide.—The Union Carbide Sales 
Co., New York City, has made a slight 
reduction in prices, and local jobbers 
are now quoting Union minor lamp 
carbide at $5.85 per drum of 100-Ib. 


Clocks.—The New Haven Clock Co., 
New Haven, Conn., has made a slight 
reduction in prices on alarm clocks and 
watches. The Leonard Watch Co., Bos- 
ton, has announced slightly lower prices 
on its lines of watches, effective from 
Jan. 1. 


Foundry Riddles.—The F. J. Myers 
Mfg. Co., Hamilton, Ohio, has an- 
nounced a slight reduction in prices in 
foundry riddles and dog muzzles. 


Iron and Steel Bars.—Some improve- 
ment is noted in the demand for both 
iron and steel bars, and prices on the 
former are now holding firmer than for 
a long time. The minimum of the 
market on soft steel bars seems to be 
1.50 cents f. o. b. mill Pittsburgh, and 
on high grade refined iron bars from 
2.15 cents to 2.25 cents at mill. On 
small lots from store, jobbers quote the 
usual advances over these prices. 

We quote steel bars rolled from billets at 
1.50c. to 1.60c.; reinforcing bars rolled from 
billets, 1.50c. to 1.60c. base; reinforcing 
bars, rolled from old rails, 1.45c. to 1.50c.; 


refined iron bars, 2c. to 2.25c. in carloads 
f.o.b. mill, Pittsburgh. 


Machinists’ Tools.—Kraeuter & Co., 
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Newark, N. J., has announced a slight 
reduction in prices on pliers and other 
small tools. 


Machine Screws.—The F. C. Harper 
Screw Works, Chicago, has announced 
lower prices on its lines of lag and 
machine screws, etc. 


Pump Chain.—The Garland Mfg. Co,. 
Pittsburgh, has announced a slight re- 
duction in prices on its lines of pump 
chains. 


Putty. — The E. V. Crandall Oil & 
Putty Co., Brooklyn, N. Y., has an- 
nounced a slight reduction in prices on 
putty. 


Shovels.—The recent advance of $2 
per doz. on shovels has materially in- 
creased the new demand, jobbers hur- 
rying in orders to the manufacturers 
placed before the advance went into 
effect, desiring to have on hand fairly 
large stocks of the different grades of 
shovels to meet the expected spring 
demand. In some cases, jobbers have 
not made any advances on shovels to 
the retail trade, as they have not yet 
been compelled to buy from the manu- 
facturers at the advanced prices. 
Fourth grade polished goods are hold- 
ing firm at $10.50 per doz. to the large 
trade. 


Sleds.—S. L. Allen & Co., Philadel- 
phia, has announced prices on its Flex- 
ible Flyer lines of sleds for fall 1922 
delivery, showing a reduction of about 
10 per cent over prices of last fall. 


Stove Pipe and Elbows.—Follansbee 
Brothers Co., Pittsburgh, manufactur- 
ers of Security stove pipe and elbows 
has announced a reduction of about 15 
per cent in prices. The Reeves Mfg. 
Co., Canal Dover, Ohio, has also an- 
nounced a reduction of 10 to 15 per 
cent on its lines of stove pipe and el- 
bows. 


Shears and Scissors.—R. Heinisch 
Sons’ Works, Newark, N. J., has made 
a slight reduction on its lines of shears, 
scissors and tinners’ snips. J. Wiss & 
Sons Co., Newark, N. J., has also an- 
nounced a reduction in prices on its 
lines of shears, scissors, cutlery, prun- 
ing shears, etc. 


Sash Chain.—The Bridgeport Chain 
Co., Bridgeport, Conn., has made a re- 
duction in prices on its lines of steel 
and bronze sash chain. 


Sheets.—The prices established in 
December last, on the various grades of 
sheets, these being 2.25 cents for blue 
annealed, 3 cents for No. 28 gage, box 
annealed black sheets, and 4 cents for 
No. 28 gage galvanized sheets, are 
holding firmly. A local house has tried 
in the past week to get a lower price 
than 4 cents on a considerable tonnage 
of galvanized sheets but all the makers 
to whom the order was offered turned 
it down, refusing to shade the price. 
Last week the American Sheet & Tin 
Plate Co. in tonnage of shipments and 
operation of its sheet mills had the 
best week it has had for some months. 
This company is operating its sheet 
mills to an average of 75 per cent, and 
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expects to maintain this rate of opera- 
tion for sometime to come. The inde- 
pendent sheets mills also report some 
increase in orders and are now operat- 
ing at 50 to 60 per cent of normal ca- 
pacity. In every way, conditions in the 
sheet trade are referred to as being 
better than for some months. 

Jobbers continue to quote sheets for de- 
livery from stock, f.o.b. Pittsburgh, as fol- 
lows: Blue annealed sheets, 2.75c. to 3c.; 
No. 28 gage Bessemer black sheets, 3.25c. 
to 3.50c., and No. 28 gage galvanized, 4.25c. 
to 4.50c. in small lots from store. Prices 
quoted depend largely on the size of the 
order. 

Tacks and Nails.—The Holland Mfg. 
Co., Baltimore, has made a slight re- 
duction in prices on its lines of tacks 
and nails. 


Tin Plate—Conditions in the tin 
plate trade are referred to by the mak- 
ers as being more satisfactory in every 
way than for sometime. The tin plate 
mills are operating at about 75 per 
cent of normal capacity, and leading can 
makers and also makers of containers, 
for food products, are specifying very 
freely against their contracts. The es- 
tablished price of $4.75 base, on tin 
plate, is reported as holding very firm, 
only two or three of the very largest 
producers now receiving the usual dif- 
ferential, which in any case is not over 
10 cents per base box. There is also a 
good demand for terne plate used for 
roofing and other purposes. Prices on 
terne plate, f. o. b. Pittsburgh, in large 
lots, are as follows: 

Hight-lb. coating, 200 Ib., $9.30 per pack- 
age; 8-lb. coating, I. C., $9.60; 15-lb. coat- 
ing, I. C., $11.80; 20-lb. coating, I. C., $13; 
25-lb. coating, I. C., $14.25 30-lb. coating, 
I. C., $15.25; 35-Ib. coating, I. C., $16.25: 
40-lb. coating, I. C., $17.25 per package, all 
f.o.b. Pittsburgh, freight added to point of 
delivery. 

Railroad Spikes.—There is a good 
deal of activity in new orders for rail- 
road spikes, but established prices 
have sagged off to a slight extent in 
large lots. Last week the Louisville 
& Nashville Railroad placed an order 
with a Pittsburgh maker for 11,700 
kegs of spikes at $2.15 base per keg, 
this being the largest single order for 
spikes placed in this market for a long 
time. The Missouri-Pacific Railroad has 
bought 1000 kegs of spikes from a Chi- 
cago mill, and the Southern Pacific 
Railroad has an inquiry on the market 
for 2000 kegs. Prices on railroad spikes 
and track bolts in large lots f. o. b. 
Pittsburgh, are as follows: 

Railroad spikes, ~ in. and larger, 
base per 100 Ib. in lots of 200 kegs of 200 Ib. 
each or more; spikes, % in., % in. and 
in., $2.35 to $2.40 base; +; in., $2.35 to $2.40 
base. Boat and barge spikes, $2.35 to $2.40 
base per 100 lb. in carload lots of 200 kegs 
or more, f.o.b. Pittsburgh. Track bolts, 3c. 
to 3.25c. base per 100 lb. Tie plates, $2 per 
100 Ib. Angle bars, $2.40 per.J00 Ib. 

Wire Products.—Two local makers 
of wire and wire nails report that their 
new orders in the past week were bet- 
ter than for some time, and shipments 
were also _ heavier. Specifications 
against contracts are coming in better, 
and the genera] outlook for the wire 
and wire nail trade is reported as be- 
ing improved. Established prices in 
large lots on wire and wire nails, these 


$2.25 
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being $2.50 base per keg for bright 
nails, $2 base per count keg for ce- 
ment coated nails and $2.25 base per 
100-lb. for plain wire are reported as 
being quite firmly held. Jobbers report 
they are unable to shade the above 
named prices, and say they are placing 
more liberal orders than for some time. 


Office of HARDWARE AGE, 
538 Guardian Bldg., 
Cleveland, Jan. 23, 1922. 

ALES by jobbing houses since their 
salesmen returned to the road 

early in the month have improved over 
those of December, and on the whole 
the new year has brought more life to 
the market. Local retailers are not 
complaining about sales and the most 
of them are doing fairly well. Business 
may come a little harder than in nor- 
mal times, but they find that increased 
efforts are bringing results. Retail 
merchants are cleaning out old goods 
and getting ready for a good spring 
trade. Both jobbers and retailers are 
carrying low stocks. Some lines of 
seasonable merchandise have not moved 
as well as was expected owing to the 
mild weather conditions. Among these 
are electric heaters with which some 
jobbers find themselves overstocked. 
Price reductions have stimulated the 
demand for electric washing machines 
which are moving better than at this 
time a year ago. Collections are good. 

A development of the week which is 
of particular interest to the hardware 
trade is the decision of a leading pro- 
ducer to adopt an arbitrary differential 
of 10 or 10! cents per 100 Ibs. on wire 
for Cleveland delivery. Heretofore, 
Cleveland jobbers have been charged 
the regular Pittsburgh price placed on 
freight to Cleveland which until re- 
cently was 24 cents per 100 lbs., but 
has lately been 21 cents per 100 lbs. 
The arbitrary differential will take the 
place of the regular freight rate and 
the reduction in cost due to the adop- 
tion of this differential will doubtless 
be passed along by the jobbers to the 
retailers. So far the change applies 
only to wire, but the trade expects it to 
be extended to wire nails and other 
wire products. 

German made goods are bobbing up 
in unexpected places. Since wartime, 
wood push buttons for doorbells have 
been virtually off the market and in 
their place the trade has been supply- 
ing a metal push button sold by manu- 
facturers for about 5 cents each. Re- 
cently a Cleveland jobber placed an 
order with an Eastern house for wood 
push buttons at $32.50 per 1000 and on 
delivery it was found that these were 
marked “Made in Germany.” 

A few price reductions were made 
during the week, these being on cer- 
tain lines of hammers and hatchets, 
tacks, chain, sad irons, some makes of 
guns and rifles, shells, and on some 
types of electric washing machines. In 
the case of some of these reductions, 


HARDWARE AGE 


Jobbers continue to quote from stock, 
f.o.b. Pittsburgh, as follows: Wire nails, 
$2.75 base per keg; galvanized, 1 in. and 
longer, including large-head barbed roofing 
nails, taking an advance over this price of 
$1.25, and shorter than 1 in., $1.75; bright 
Bessemer and basic wire, $2.50 per 100 lb.; 
annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire, $3; galvanized barbed wire, 
$3.25; galvanized fence staples, $2.25; 
painted barbed wire, $2.75; polished fence 
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jobbers have just placed in_ effect 
changes announced by the manufac- 
turers two or three weeks ago. There 
were also some price advances, these 
being on rope, screen doors and win- 
dows and shovels. 


Automobile Accessories.—The trade 
is looking for a good demand for tires 
and accessories early in the spring. It 
is claimed that the stocks of inferior 
tires that have been put on the market 
at low prices have been pretty well 
cleaned out and with the present low 
prices on good tires it is believed that 
consumers will be more inclined to buy 
the better makes. Tire chains are mov- 
ing fairly well. All prices are un- 
changed. 

We quote from jobbers’ stocks, f.o.b. 
Cleveland: Reliable jacks, No. 1, $2.33, No. 
2, $3.33, in lots of 12; Derf spark plugs, 96c. 
each for all sizes in lots less than 50; 
Champion X spark plugs, 45c. each for less 
than 100 and 43c. each for over 100; 


Champion regular &3c. each for less than 
100, all sizes 50c. each for over 100. 


Aluminum Ware.—The irregularity 
that has recently existed in aluminum 
kitchen ware has been followed by a 
price reduction of about 10 per cent. 
The demand is rather dull. 


Axes.—Jobbing houses are taking a 
few orders for axes for fall shipment, 
but generally the market is dull. Prices 
are unchanged. 


Jobbers quote, f.o.b. Cleveland: First 
grade single bitted axes, handled, $21 per 
doz.; unhandled, $17 per doz.; double bitted 
axes, handled, $26.50 per doz.; unhandled, 
$22.50 per doz.; second grade axes, single 
bitted, handled, $19 per doz.; unhandled, 
$16 per doz.; double bitted, handled, $24 
per doz.; unhandled, $21 per doz, 


Barbed Wire.—It is too early in the 
season to expect much business in barb- 
ed wire and sales at present are light. 

Jobbers quote, f.o.b. Cleveland, as fol- 
lows: Galvanized barbed wir,e, ‘catch 
weight” spools, $3.65 per 100 Ibs.; 80 rod 
spools, $3.25 for cattle wire, $3.50 for hog 
wire and $2.50 for American special. For 
mill shipment jobbers quote galvanized 
barbed wire at $3.50 per 100 Ibs. for less 
than car load lots and $3.25 for car load 
lots. 


Binder Twine.— Manufacturers of 
binder twine have not yet- announced 
prices for this year and jobbers are 
continuing to book orders for spring 
shipment subject to prices to be named 
later. 


Bolts and Nuts.—The demand for 
bolts and nuts is rather slow, but prices 
seem to be holding well. 

Jobbers quote, f.o.b. Cleveland: Large 
and small machine bolts, cut thread, 65 and 
5 per cent off list; carriage bolts, large and 
small, cut thread, 65 per cent off list; stove 
bolts, 75, 10 and 5 per cent off list. 


January 26, 1922 


staples, $1.75; cement coated nails, per 
count keg, $2.25 to $2.35; these prices being 
subject to the usual advance for the 
smaller trade, all f.o.b, Pittsburgh, freight 
added to point of delivery, terms 60 days, 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 to 
69% per cent for 1000-rod lots, and 66 to 
68% per cent for small lots, f.o.b. Pitts- 
burgh. 


Chalk Lines.—A price reduction of 
approximately 10 per cent has been 
made on chalk lines. 


Corn Shellers.—Prices on hand corn 
shellers have been marked down 25 per 
cent and these are now quoted by job- 
bers at $19.50 per dozen. 


Chain.—Following the recent reduc- 
tion by manufacturers, jobbers have 
reduced prices about 25 cents per hun- 
dred pounds on common steel chain, 
Jobbers quote %%-in. chain at 8 cents per 
pound. 


Chisels.—Following reductions by 
manufacturers, jobbers have marked 
down chisels from 10 to 25 per cent. 


Fence.—Some demand has developed 
for fence for spring shipment and the 
trade looks for a fair volume of busi- 
ness a little later. Prices are un- 
changed. 

Jobbers quote fence, f.o.b. Pittsburgh. at 
68 per cent off list for car lots for mill 
shipment and 67 per cent off list for less 
than car lots. 

Galvanized Ware.—Galvanized ware 
at present is moving rather slowly. 
Prices are apparently firm. 

Jobbers quote, f.o.b. Cleveland: Galva- 
nized tubs with wringer attachment; No. 1 
$7.25 per doz.; No. 2, $8.25 per doz.; No. 3, 
$9.25 per doz. Heavy Red Band tubs, No. 
1, $13.75 per doz.; No. 2, $15.50 per doz.; 
No. 3, $17.25 per doz. Standard pails, 10- 
at., $2.25 per doz.; 12-qt., $2.50 per doz.; 
14-qt., $2.75 per doz.; 16-qt., $3.40 per doz. 

Guns and Ammunition. — Several 
manufacturers of guns and rifles in ad- 
dition to those mentioned in this report 
two weeks ago, have announced price 
reductions amounting to about 10 per 
cent on shotguns and 15 per cent on 
rifles. The additional lines on which 
reductions are reported include Stev- 
ens and Remington shotguns and rifles 
and Ithaca and Fox shotguns.. A price 
reduction of about 10 per cent has also 
been made on shells and rim fire cart- 
ridges. 


Hammers and Hatchets.—The Grif- 
fith Tool Co., Philadelphia, has reduced 
prices on hammers and hatchets ap- 
proximately 20 per cent. 


Handles.—The handle market is 
quiet and prices are unchanged. 


Jobbers quote, f.o.b. Cleveland: Hickory 
axe handles, single and double bitted, best 
grade, $5 per doz.; XXX grade, $4.35 per 
doz.; XX grade, $3.60 per doz.; X grade, 
$3 per doz. 

American Fork & Hoe Co.’s wood ‘‘D”’ 
shovel, spade and scoop handles, X grade, 
$6 per doz.; malleable ‘‘D’’ grade manure 
fork and spading fork handles, $5 per doz.; 
X grade, long shovel spading handles, $4.50 
per doz.; hay and manure fork handles, X 
grade, 4-ft., $3.15 per doz.; 4%-ft., $3.60 
per doz.; XX grade, 4-ft., $4.25 per doz.; 
414-ft., $4.60 per doz. 











January 26, 1922 


HARDWARE AGE 


73 


Paint Material Prices as Quoted in New York—January 23, 1922 
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Lanterns.—The recent price reduc- 
tion on lanterns has not stimulated 
buying and sales are light. 

Oil Cook Stoves.—A fair demand has 
sprung up for oil cook stoves for 
spring delivery. Prices are guaran- 
teed to July and are expected to hold. 


Jobbers quote oil cook stoves, f.o.b. Cleve- 
land, as follows: Harvard, 2-burner, $10.85; 


8-burner, $14.25; 4-burner, $18.20. Cabinet 
pipe, 2-burner, $14.35; 3-burner, $18.50; 
4-burner, $24.20. 


Nails and Wire.—Jobbing houses are 
getting a fair volume of orders for 
nails but retailers are not stocking up 
beyond early requirements. Some 
weakness has developed in the nail 
market, but leading manufacturers ap- 
parently have not yet met the 10 cents 
per keg concession that has appeared. 


Cleveland jobbers quote as follows: Nails, 
less than car lots, stock shipment, $3.00 

er keg; nails, mill shipment, $2.85 per 

eg; car lots, mill shipment, $2.60 per keg; 

No. 9 annealed wire $2.75 per 100 lbs.; No. 
9 galvanized wire, $3.25 per 100 lbs.; cement 
coated nails, $2.50 per 100 Ilbs.; polished 
fence staples, $3.15 per 100 Ibs. 

Poultry Netting and Wire Cloth.— 
With the present differential of only 
50 cents between galvanized and black 
wire cloth, jobbers report that the 
percentage of the former that is being 
sold is much larger than formerly. The 
bulk of the wire cloth buying for 
spring has been done and consequently, 
the market is quieter than it has been. 
Prices are holding fairly well. 

Jobbers quote as follows for mill ship- 
ment or for shipment from stock, f.o.b. 
Cleveland: Poultry netting, galvanized after 


weaving, 50 and 5 per cent discount; black 
wire cloth, 12 mesh, $1.90 to $1.95 per 100 


8q. ft.; galvanized, $2.40 per 100 sq. ft.: 
ne wire cloth, 14 mesh, $6.75 per 100 
sq. ft. 


Pump Chain.—A_ reduction of 50 
cents per hundred pounds has been 
made on pump chain which is now 
quoted by jobbers at 914 cents per 
pound. 

Rope.—Cleveland jobbers have been 
rather slow in advancing rope prices, 
but have been compelled finally to 
mark up their prices 1 cent a pound be- 








cause of the present advance in manu- 
facturers’ prices. A large volume of 
rope business was booked before the 
advance. 


Cleveland jobbers quote manila rope at 
17%c. per lb. for mill shipment and 18%c. 
per lb. for shipment from stock; best 
quality sisal rope 15c. per lb. for mill ship- 
ment and 15%c. for shipment from stock. 


Roofing.—There is a fair demand for 
steel roofing from the south. Jobbers 
quote No. 29 gage corrugated roofing 

$3.90 per square. 

Rubber Roofing —Recent price reduc- 
tions and irregularities have brought 
prices of rubber roofing down to the 
bottom in the opinion of jobbers who 
say that prices may stiffen up a little 
when the demand improves early in 
the spring. 

Sad Irons.—Common sad irons have 
declined about 10 per cent or 114 cents 
a pound and are now quoted by job- 
bers at 8 cents per pound. 

Screws.—No change has developed 
in the local screw market which is 
rather dull with prices maintained. 


Jobbers quote screws as follows, f.o.b. 
Cleveland: Flat head, bright, 75, 10, 10, 5, 
10, 5 and 5 per cent off list; round head 
blued, 75, 10, 5, 10, 5 and 5 per cent off list; 
round head, nickel, 65, 10, 10, 5 and 5 per 
cent off list; round head brass 72%, 20 and 
10 per cent off list. 


Screen Doors and Windows. — The 
Continental Co., Detroit, advanced 
prices on screen doors and windows 
Jan. 14 from 74% to 10 per cent. It is 
stated that this advance is due to the 
higher cost of lumber. Sales of screen 
doors for spring shipment have been 
fairly good. 

Step Ladders.—Orders for step lad- 
ders are being taken at the reduced 
prices announced late in November, but 
some manufacturers are talking of ad- 
vancing prices owing to the advance in 
spruce lumber. This lumber has been 
plentiful for the last two or three 
years, but it is claimed that the supply 
is not so abundant now and with the 
higher prices some ladder manufac- 
turers may go back to the use of pine. 


Stove Pipe and Elbows. — Jobbers 
are booking some business in stove 
pipe and elbows at the recent price re- 
duction. 


Cleveland jobbers quote for mill ship- 
ment as follows: 28 gage, 6-in. stove pipe, 
$3.20 per crate of 25 joints; 4-in., $2.65 per 
crate of 25 joints; 6-in., 28 gage standard 
elbows, $1.30 per bundle of 12; 4-In., 28 
gage elbows, $1.05. 


Shovels.—Following the advance by 
manufacturers, jobbers have advanced 
prices on shovels $2 per dozen, but be- 
fore marking up prices booked a heavy 
volume of orders at the old prices. 

Jobbers quote shovels, f.o.b. Cleveland, 
as follows: No. 2 size, 4th grade, $12 per 
dozen; No. 2 size, 2nd grade, $13.50 per 
dozen; No. 2 size, lst grade, $17 per dozen. 

Stove Pipe Collars.—Prices on stove 
pipe collars have been reduced about 
10 per cent. Cleveland jobbers now. 
quote 6-in. collars at 40 cents per 
dozen. 


Steel Sheets.—The demand for sheets 
is only moderate, but prices are firm. 


Jobbers quote, f.o.b. Cleveland: No. 28 
black sheets at 3.75c.; No. 28 galvanized 
sheets at 4.75c., and No. 10 blue annealed 
sheets at 3.10c. 


Syrup Cans and Sap Pails.—The de- 
mand for syrup cans and sap pails so 
far this season has been rather light. 


Prices, f.o.b. Cleveland, are as follows: 
1 gal. syrup cans, $13.50 per hunderd; 12-qt. 
sap pails, tin, $20 per hundred, galvanized, 
$24 per hundred. 

Tacks.—Tack prices have again de- 
clined, the present reduction being 
from 10 to 15 per cent. 

Cleveland jobbers quote 8-oz. carpet 
tacks in '4-lb. packages at 50c. per dozen; 
6-oz. carpet tacks in '%4-lb. packages at 
53c. per dozen; 8-oz. upholstererg’ tacks in 
Y4-lb. packages, 48c. per dozen and 4-oz. 
upholsterers’ tacks In '4-ib. packages at 
30c. per dozen. 

Washing Machines.— The Altorfer 
Bros. Co., Peoria, Ill., has made a $24 
price reduction Jan. 20 on two cabinet 
types of electric washing machines. 
New retail selling prices are $135 for 
No. 65 E machine galvanized cabinet 
type and $150 for No. 66 E machine, 
copper cabinet type. 
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Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., Jan. 21. 
OBBERS report a _ gradual im- 
provement in sales as the sales- 
men get over their respective terri- 
tories for the first trip after the holi- 
days. Jobbers expect that there will 
be a gradual and continued improve- 
ment in sales, but no large volume is 
expected for the first few months. 

Retail dealers report business about 
on the average for this season of the 
year and no great improvement is ex- 
pected until about April 1. 

Collections in the Twin Cities seem 
to be improving slowly, but country 
collections are very difficult and are 
requiring a great deal of attention. 


Builders’ Hardware.— While actual 
sales of builders’ hardware have been 
dropping off somewhat the outlook for 
a big year’s business is excellent. 


Axes.—Sales remain of very small 
volume. Jobbers stocks are ample and 
prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single bit, $14.50; double bit, 
$19.50 base weights. 

Brads.—Sales of brads remain of 
fair volume and considerable interest 
is being shown for later shipment. 
There has been a decline in price. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads in bulk, 75-10 per cent; 
in one pound packages 75 per cent. 

Bolts.—The market for bolts remains 
rather dull and inactive. As predicted 
some weeks ago there has been a fur- 
ther decline in prices. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 60-10 
per cent; large carriage bolts, 50-10-5 per 
cent; small machine bolts, 60-10-5 per cent; 
large machine bolts, 60-5 per cent; stove 
bolts, 80 per cent; lag screws, 65 per cent. 


Coal Hods.—There is a very little de- 
mand either in a retail or wholesale 
way in this line. Prices remain as 
last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Japanned, open, 17-in., $3.95; 
japanned, open, 18-in., $4.40; japanned, 
funnel, 17-in., $4.95; japanned, funnel, 
18-in., $5.45; galvanized, open, 17-in., $5.25; 
galvanized, open, 18-in., $5.70; galvanized, 
funnel, 17-in., $6.45; galvanized, funnel, 
18-in., $7. 


Eaves Trough, Conductor Pipe and 
Elbows.—There is very little retail de- 
mand, but dealers are interested in 
placing orders for later delivery to 
supply their spring needs. Prices re- 
main unchanged. 


We quote from 
Twin Cities: 


jobbers’ stocks, f.o.b. 
Eaves trough, 28 ga., 5-in., 
lap joint, single bead, $4.50 per 100 ft.; 
8-in. conductor pipe, 28 ga., corrugated, 
$4.50 per 100 ft.; elbows, 3-in., corrugated, 
$1.63 per doz. 


Files—The retail market for files 
remains dull and inactive. There has 
been a further reduction in _ prices 
quoted by jobbers. aie 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5- per cent; 
Arcade files, 70-24% per cent; Disston files, 
70-10 per cent. 


Galvanized Ware.—Retail sales are 
not as yet showing any particular im- 
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provement. There has been a further 
reduction in jobbers’ prices. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No. 2, $6.85; No. 3, $8.00; Heavy 
galvanized No. 1, $12.00; No. 2, $13.00; No. 
3, $15.00 Standard 10 quart galvanized pails, 
$2.15; 12 quart, $2.35; 14 quart, $2.70; 16 
quart stock pails, heavy, $6.00; 18 quart, 
$7.35. 

Lanterns.—The demand for lanterns 
is gradually dropping off. Prices show 
no change since the last report. 


We quote from local jobbers’ stocks, 
f.o.b. Twin Cities: Tubular long globe, 
$14 per doz.; tubular short globe, $13.25 
per doz.; tubular dash, $17.60 per doz. 

Nails.—There continues to be a very 
good demand for nails both for imme- 
diate and future. delivery. There has 
been a substantial decline in prices. 

We quote from jobbers’ stocks f.o.b. Twin 
Cities: Standard wire nails, $3.60 base; 
cement coated nails, $2.80 base. 

Oil Heaters.—Demand for oil heat- 
ers is, very light as is usual] at this 
season. Prices remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Japanned, polished steel, 3-qt. 
capacity, $3.50 each; nickel, polished steel, 
4-qt. capacity, $5.40 each; blue enameled 
body, 4-qt. capacity, $7 each. 

Paper.—There is not much retail de- 
mand at present but a satisfactory 
volume of business can be expected 
shortiy, as soon as building construc- 
tion gets under way. There has been 
a slight decline on tarred and string 
felts. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities; No. 2 tarred felt, $2.57 per 
ewt.; threaded felt, $1.42; Red rosin sheath- 
ing, $2.90 per cwt. 

Rope.—As predicted some time ago 
there has been an advance in the price 
of sisal rope of 2 cents per pound. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Pure manila rope, 19% cents 
per lb.; pure sisal rope, 16% cents per Ib. 


Sandpaper.—Retail demand is rather 
light but sales to factories are of sat- 
isfactory volume. Prices remain as 
for some time past. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, No. 1, at $7.29 per 
ream; second grade, No. 1, at $6.50 per 
ream; No. 1 garnet paper, $15 per ream. 

Sash Cord.—Retail sales are of small 
volume but many inquiries are being 
received for spring delivery. Prices 
remain at last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grades, 65c. per lb.; ordi- 
nary grades, 36c. per lb. 


Sash Weights.—There is practically 
no demand just at present. Prices re- 
main as for some time past. 

We quote from jobbers’ stocks, 
Twin Cities: $2.20 per cwt. 

Screws.—There is a fairly consistent 
demand for wood screws of all kinds, 
both for immediate and future deliv- 
ery. There has been a slight decline 
in prices. 

We quote from jobbers’ 
Twin Cities: Flat head bright screws, 85 
per cent; round head blued screws, 82% 
per cent; flat head japanned screws, 75-5 
per cent; flat head brass screws, 75-5 per 
cent; round head brass screws, 70-10 per 
cent. 

Snow Shovels and Sidewalk Scrapers. 
—The season for sales of this line is 
practically over, consequently a very 


f.o.b. 


stocks, f.o.b. 
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small amount of business is being done. 
Prices remain unchanged, 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood, straight handie, $5.2) 
per doz.; steel blade, straight handle, $4.59 
per doz.; galvanized, steel blade, $11 per 
doz.; steel sidewalk scrapers, $4.50 per doz. 

Solder.—There is a gradual improve- 
ment in the demand for solder. There 
has been an advance in price of one 
cent per pound. 

We quote from jcbbers’ stocks: Half and 
half solder, 24 cents per Ib. 

Steel Sheets.—There is very little, if 
any, improvement in the demand for 
steel sheets. Prices remain firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 28 gage galvanized sheets, 
$5.25 per cwt.; 28 gage black sheets, $4.25. 

Steel Traps—There is a _ gradual 
dropping off in the demand for steel 
traps. Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Victor No. 0, $1.71; No. 1 
$2.01; No. 144, $3.05; No. 2, $4.21; Newhouse, 
No. 0, $4.75; No. 1, $5.62; No. 1%, $8.50; 
No. 2, $12.56. 

Tin Plate—The market for tin plate 
in a retail way remains more or less 
inactive. Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace Coke, 1CL, 20 x 28, 
st3b0° roofing tin 1C, 20 x 28, 8 lb. coating, 


Wheelbarrows.—There is very little 
activity in the retail market although 
dealers are arranging for their spring 
needs. Prices show no change from the 
preceding week. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood stave, fully bolted, $36 


per doz.; No. 1, tubular steel, $7 each; No. 
1, garden, $5.40 each. 


Wire. — There is very little active 
demand at present. As previously ad- 
vised, there has been a reduction in 
price of the smooth wire, changes in 
barbed wire have not as yet been re- 
ceived. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, painted cattle, 
80 rod spools, $3.43; galvanized cattle, $3.78; 
painted hog wire, $3.60; galvanized hog 
wire, $4.05; smooth black annealed, No. 9, 
oa per cwt.; galvanized annealed No. 9, 


Chase, Parker & Co. Changes 


T. A. Ireland, formerly associated 
with Butts & Ordway Co., Boston, 
heavy hardware, has become affiliated 
with Chase, Parker & Co., of that city, 
as salesman for western Massachusetts 


and lower Vermont. Frank Ronan, 
formerly with Chandler & Farquhar 
Co., has become associated with Chase, 
Parker & Co., as sales representative 
in Boston. 

L. T. Merriam, Chase, Parker & Co., 
Boston, hardware and machinists sup- 
plies, has resigned, effective Feb. 1, 
when he will be associated with the F. 
I. Webster Co., Turners Falls, Mass., 
hardware, grain, coal, ete. 


The Claremont Auto Co., dealers in 
auto supplies and hardware at Clare- 
mont, South Dakota, and owned by 
Charles Benson, was recently destroyed 
by fire. 
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—and a complete — 
garage hardware set 1s 
selected, sold and delivered 


In the old days a customer coming in for garage hardware 
brought a lot of trouble with him. After some discussion 
you would get an idea of what length track he needed, the 
number of hangers, hinges and so on down the line. Then 
while he stood on one foot, then the other, you would do a 
few miles around the store assembling the job. 


But no more! McKinney has changed all that. 


The McKinney catalog tied to a string on the counter 
fortifies you with all the facts. You can show him all the 
different kinds of doors he can use. Then when he makes 
his choice you just take a box, with that number on it, off 
the shelves. Every necessary piece of hardware is in the 
box. When he gets his garage built he gets exactly what 
he wanted. The instructions in each box won’t let him go 
wrong. 


If you haven’t stocked with McKinney Complete Garage 
Sets you are missing a big chance to take off a lot of your 
overhead and trouble and add on some good wholesome 
profits. 


Start today by writing for the catalog. We supply that free. 
McKINNEY MANUFACTURING CO., Pittsburgh 


Western Office, Wrigley Bldg., Chicago. Export Representation 


MCKINNEY 
Hinges and Butts 


Also manufacturers of McKinney farm building door hard- 
ware, furniture hardware and McKinney One-Man Trucks. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 








Utility Tool 
Few tools have the variety of uses 


that the Efficiency Five In One Tool, 
made by the Efficiency Tool Co., 472 














Efficiency Five in One Tool 


Milwaukee Street, Milwaukee, Wis., 


offers. 
The general appearance of this tool 


is like a pair of standard pliers, with ‘ 


a wire cutting attachment. On closer 
inspection it is found that on each 
handle grip end there is a spanner 
wrench. It has a take down construc- 
tion that enables the user to have the 
benefit of two separate wrenches. 
Complete it also may be used as a pipe 
wrench. 

The tool is made from fifty point 
carbon steel, nickel plated, non-rusting, 
and is both good looking and sturdy. 


Galvanized Metal Window 
Refrigerator 


Rochester Can Co., Rochester, N. Y., 
offer the trade the latest addition to its 


OE 


TT, 





Iron Horse Window Refrigerator 


Iron Horse Brand of metal ware. The 
new product is the Iron Horse galvan- 
ized iron window refrigerator. 

It requires no ice in use and may be 


attached to the window casing. It is 
practically at the housekeeper’s finger 
tips and is readily accessible by merely 
raising the window. It provides a 
sanitary and waterproof out-of-doors 
storehouse for foods. It has a large 
door and a sturdy shelf. The outfit is 
hung on a swivel side bracket so that 
by unlocking a small hook at the side 
the refrigerator may be swung aside 
for cleaning the window. 


Ball Bearing Arm Sprinkler 

Schlangen Bros. Co., 2435 Irving 
Park Boulevard, Chicago, offer the 
trade an improved type of Schlangen 
arm sprinkler. 

The long curve on the arms permit 
a very wide range in distributing the 
water. With the arms set in an up- 
right position it will sprinkle 15 feet 
high and 30 feet in diameter. The 


main claim is that the area covered is 


S 
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Schlangen Sprinkler 


thoroughly watered. With the arms set 
nearly vertical it will cover an area of 
50 feet diameter. This sprinkler will 
also, it is said, sprinkle only over a few 
feet by turning the water pressure 


\down. 
The revolving parts are made of 





brass and will not eust or stick. The 
head revolves on ball bearings. 


Waterproof Sandpaper 

The Minnesota Mining & Mfg. Co., 
St. Paul, Minn., recently announced the 
perfection of a waterproof sandpaper. 
This material will, it is said, fill a long- 
felt want in many industries. It is 
especially useful in the automobile 
painting trade, and can be used with 
water at an immense saving of time in 
place of pumice stone in rubbing out 
color and color varnish coats and also 
on first coats of rubbing varnish. 

It is also used with water in sanding 
rough-stuff, S.O.S. sand-off and other 
filler coats. Water washes out the 
sandpaper so that it does not fill up or 
gum up, making it last much longer 
and it also cuts faster. The water 
keeps down all dust. 

It is very efficient in dry samding of 
varnish or shellac. Painters may use 
it on interior finish, both dry as a sub- 
stitute for ordinary sandpaper and 
with water on certain classes of work 
as a substitute for pumice. 


Bull Frog Wheelbarrow 


The Toledo Wheelbarrow Co., Toledo, 
Ohio, has added a new type New Eng- 
land Garden Barrow, No. 4, to its Bull 
Frog Line. 

The barrow has handles measuring 
1% by 2 by 58 inches. The bed is 27 
inches long on the inside, the width at 
the handles being 21% inches, the 
width at the wheel 18 inches. The side 
boards are 27 inches long and 11% 
inches wide. The wheel is 20 inches in 
diameter, the tire 2 by % in. and the 
spokes are %-in. round. The barrow 
is painted green and varnished. 

The No. 4 New England type garden 
barrow has “the never break wheel” 
and other important features of the 
Bull Frog Barrows. 





New England Type Garden Barrow No. 4 


Reading matter continued on page 78 
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There is an added conveni- 
ence as well as dignity in a 


vanishing French door. Such 


a door lends beauty to any 
home. 





ichards-Wilco 
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House Door 
Hangers 


Should be a part of every progressive hard- 
ware dealer’s stock. Our advertising is influ- 
encing architects, builders and home build- 
ers everywhere to specify R-W door hanger 
hardware. 


The old-time prejudice against sliding 
doors, created by their ofttimes noisy, difh- 
cult operation, has been eliminated by the 
easy, noiseless action of R-W hangers. 


Write today for our New 
Catalog UC4 
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In the Morning’s Mail 


Blatz Heads Bridgeport Brass 
Sales 


The Bridgeport Brass Co. has an- 
nounced the appointment of W. D. 
Blatz as their general sales manager. 
Mr. Blatz joined the marketing organi- 
zation of the Bridgeport Brass Co. in 
1915 at the age of thirty, after having 
had twelve years’ experience in the 
banking and brokerage business where 
he became well-known in_ financial 
circles. During his six years’ connec- 
tion with the company, he has’ made 
a thorough study of the brass indus- 
try in all its various branches and has 
traveled extensively. 


McDougall-Butler Changes 


E. O. Schneider, who has been in 
charge of the purchasing department 
of the McDougall-Butler Co., Inc., 
makers of Buffalo quality paints and 
varnish, Buffalo, N. Y., has taken up 
his new work as representative of that 
company in Eastern Pennsylvania, with 
Philadelphia as his headquarters. 

Mr. Schneider started his paint 
career in the sales end of the white 
lead industry, where he served three 
years before connecting with the Mc- 
Dougall Paint Co. He then served with 
the troops on the Mexican border, and 
shortly after his return left for France, 
where he saw active service, and after 
the Armistice was with the Army of 
Occupation in Germany. On his return 
from Government service Mr. Schneider 
joined the forces of the McDougall- 
Butler Co., Inc. and was made pur- 
chasing agent. The position of assist- 
ant-sales manager was also filled by 
him. 

In his new work Mr. Schneider will 
co-operate with the McDougall-Butler 
distributors, Leighton-McMullin Co., 
Inc., Philadelphia, and the Maloney Oil 
& Manufacturing Co., Scranton. The 
latter concern has recently opened a 
wholesale paint store in Wilkes-Barre 
and Mr. Schneider will work in that 
field also. 

The purchasing department of the 
McDougall-Butler Co., Inc. is now in 
charge of Robert F. Maloney. Mr. 
Maloney’s experience and knowledge 
along these lines make him particularly 
well fitted for the position. He has 
been with the company for the past two 
years. 


Bridge & Beach Elections 


At the stockholders’ meeting of the 
Bridge & Beach Manufacturing Co., 
St. Louis, Mo., held January 17, the 
following directors were re-elected: 
Hudson E. Bridge, L. H. Booch, Henry 
C. Hoener, John F. Shepley, Louis H. 
Riecke, Laurence D. Bridge and Geo. 
Leighton Bridgé& 

The board elected the following offi- 


cers: Hudson E. Bridge, president and 
treasurer; L. H. Booch, vice-president 
and manager; Henry C. Hoener, vice 
president; Louis H. Riecke, secretary; 
Geo. Leighton Bridge, assistant sec- 
retary; A. F. Gammeter, assistant- 
treasurer; Laurence D. Bridge, as- 
sistant-treasurer. 


American Hardware & Supply 
Co. Holds Annual Meeting 


The annual meeting of the stock- 
holders of the American Hardware & 
Supply Co., Pittsburgh, was held in 
the Fort Pitt Hotel in that city on Jan. 
23-24. The attendance was large. 
nearly 250 stockholders in this concern 
and their wives being present. The 
election of officers and directors for the 
ensuing year was held, the result of 
the election being received too late to 
be printed in this issue of HARDWARE 
AGE. 

In addition to the business sessions, 
there was a dinner given in the Fort 
Pitt Hotel Monday night for the stock- 
holders and their wives, followed by a 
theater party. On Tuesday, a lunch- 
eon for the ladies was given at the 
hotel, they afterward attending a mat- 
inee at the theater as the guests of 
the company. C. W. Scarborough, the 
well-known hardware man of Pitts- 
burgh, is president; W. M. Scott, a 
hardware dealer of Carnegie, Pa., is 
vice-president and W. W. Jacobs is 
secretary and treasurer of the Ameri- 
can Hardware & Supply Co. 


Hollowell with King Tool 


Announcement has been made to the 
effect that D. H. Hollowell, formerly 
with the Alvord Reamer & Tool Co., 
Millersburg, Pa., will shortly become 
identified with the King Tool Co., As- 
bury Park, N. J., as sales manager of 
the company. 


H. L. Cremer Co. Expands 


The patents and business conducted 
in Shelburne Falls for the past four 
years by the Metal Writing Fluid 
Mfg. Co., have been sold to the H. 
L. Cremer Co., 208 North Wabash 
Avenue, Chicago, III., which will manu- 
facture and sell a writing fluid under 
the formulas perfected by Francis R. 
Sullivan who controlled the Metal 
Writing Fluid Co. 


Spahr Leaves Winchester 


Robert H. Spahr, director of educa- 
tion Winchester Repeating Arms Co., 
New Haven, Conn., has been made in- 
structor in foremanship of the Spring- 
field, Mass., division, Northeastern Uni- 
versity. 


Patterson Leaves Westinghouse 
Electric 


W. H. Patterson, who has been asso- 
ciated with the Westinghouse Electric 
& Mfg. Co., East Pittsburgh, Pa. for 
sixteen years, has resigned to become 
vice-president of the Kaestner & 
Hecht Co., electric elevator builders, 
Chicago. Mr. Patterson has been iden- 
tified for some years with the develop- 
ment of motors and control apparatus 
for applidation to cranes, compressors, 
elevators, hoists and machine tools. He 
is a member of the American Institute 
of Electrical Engineers, American So- 
ciety of Heating & Ventilating En- 
gineers, American Society of Re- 
frigeration Engineers, Association of 
Railway Electrical Engineers, and the 
American Welding Society. 


Roland Gerry Promoted 


Roland Gerry, a director of the Jones 
& Laughlin Steel Co., of Pittsburgh, 
and for many years manager of sales 
of the cold rolled products, has been 
advanced to the position of special 
sales representative of the company 
for the United States and Canada, this 
to take effect on Feb. 1, next. Mr. 
Gerry will be succeeded by William B. 
Todd, now vice-president of the Union 
Drawn Steel Co., Beaver Falls, Pa. 

Mr. Gerry has been connected with 
the Jones & Laughlin Steel Co., in 
various capacities for forty-one years, 
being steadily advanced in the sales 
departments from one responsible po- 
sition to another, and has now reached 
the new and responsible position that 
he will occupy starting with the first 
of next month. His friends through- 
out the steel trade in all parts of the 
country are legion, and they will be 
gratified and pleased to hear of his 
new appointment. 

Mr. Todd has been connected with 
the Union Drawn Steel Co., for more 
than twenty years, having entered its 
employ in the mill offices in a minor 
capacity, and has been steadily ad- 
vanced through the various depart- 
ments, until he was made vice-presi- 
dent a few years ago. 


Erwin D. Lowell Dies 


Erwin D. Lowell, secretary and pur- 
chasing agent of the American Fork & 
Hoe Co., Cleveland, died Jan. 9 after 
a week’s illness, aged forty-nine years. 
He had been associated with the com- 
pany for seventeen years. 


Home Sewing Machine Changes 
C. R. Scarborough, New York, presi- 


dent Home Sewing Machine Co., 
Orange, Mass., and Harvey S. Dawley, 
treasurer, have retired, and have been 
succeeded by DeForest Candee. 


Reading matter continued on page 80 
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The live hardware 
dealer says: 





BOSTON 
_ WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 


The largest hose manu- 
facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 























“Have You Met This Fellow? 


‘“He breezes in and asks for garden 
hose—‘A cheap sort that will last 
through one season.’ 


‘“There’s no such thing as one sea- 
son garden hose. A hose which you 
can honestly sell to last the season 
through is likely to last for several 
more. 


‘“The man who asks for one season 
hose is the man that comes back yell- 
ing that you misunderstood him—he 
bought garden hose and not a 
colander. 


“‘Human nature is peculiar. It is 
safer for the merchant to sell only 
those qualities of goods that will give 
satisfactory service. 


“‘“—-such as our standard brands of 
s%ths hosee—BULL DOG, GOOD 
LUCK and MILO.”’ 
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Notes of the Retail Hardware Trade 


La Hasra, CAL.— The La Habra 
Hardware Co. has commenced business 
here, to deal in the following, on which 
catalogs are requested: Barn equip- 
ment, bathroom fixtures, builders’ 
hardware, building paper, churns, 
crockery and glassware, cutlery, dairy 
supplies, electrical household special- 
ties, electrical supplies and equipment, 
flashlights, fishing tackle, garage hard- 
ware, guns and hammocks, heating 
stoves, heavy hardware, kitchen house- 
furnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
prepared roofing, refrigerators, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, washing machines 
and wheel toys. 


OXNARD, CAL.—The Plaza Hardware 
Co. has purchased the stock of the Ox- 
nard Hardware & Implement Co. 


Los ANGELES, CAL.—E. E. Stockton 
and C. H. Spurgin will open a store 
under the firm name of Stockton & 
Spurgin at 332-334 North Western 
Avenue, and carry a general line of 
builders’ hardware, kitchen housefur- 
nishings, tools, cutlery, automobile ac- 
cessories, paints, oils and _ sporting 
goods. 


San DiEecOo, CAL.—The Klindt’s Sport 
Goods Store has recently been opened at 
301 E. Street, where a wholesale and 
retail stock will be carried. Catalogs 
requested. 


BLUFFTON, IND.—The Bluffton Im- 
plement Co. is purchaser of the imple- 
ment stock of Thompson & Waugh. 
Catalogs requested. 


RUSHVILLE, IND.—E. E. Polk, North 
Main Street, has taken over the stock 
and business of S. L. Hunt. 


SALINA, KAN.—T. J. Collier & Sons 
have sold their stock here, and also dis- 
continued their business at Benning- 
ton. 

MT. Morris, MicH.—Fred Powell & 
Son, formerly in business at Gladwin, 
have opened a store here, carrying a 
stock of the following, on which cata- 
logs are requested: Automobile acces- 
sories, automobile tires, barn equip- 
ment, belting and packing, bicycles, 
builders’ hardware, building paper, 
churns, cream saparators, cutlery, 
dairy supplies, electrical household spe- 
cialties, electrical supplies and equip- 
ment, farm implements, flashlights, 
fishing tackle, garage hardware, gaso- 
line engines, guns and ammunition, 
hammocks and tents, heating stoves, 
heavy hardware, insecticides, kitchen 
cabinets, kitchen housefurnishings, 
linoleum and oil cloth, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, photographs, prepared roof- 
ing, pumps, shelf hardware, sporting 
goods, stoves and ranges, toys and 
games, washing machines and wheel 
toys. 

HuNTER, Mo.—The stock of M. C. 
Brown has been sold. Skinner & Webb 
are the purchasers. 


INMAN, NEB.—The stock of the In- 
man Implement & Hardware Co. has 
been damaged by fire. The concern ex- 
Moya to occupy its new building about 


ARLINGTON, N. J.—The Savage 
Hardware & Supply Co., 467 Elm 
Street, has been incorporated to do 
both a wholesale and retail business. 
The capital is $12,000, and N. Savage 
and others are the incorporators. The 
concern’s line will comprise the follow- 
ing, on which catalogs are requested: 
Automobile accessories, automobile 
tires, bathroom fixtures, belting and 
packing, builders’ hardware, building 
paper, crockery and glassware, cutlery, 
electrical household specialties, electri- 
cal supplies and equipment, flashlights, 
fishing tackle, garage hardware, guns 
and ammunition, heating stoves, heavy 
hardware, insecticides, kitchen house- 
furnishings, linoleum and oil cloth, 
lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing de- 
partment, prepared roofing, refrigera- 
tors, shelf hardware, silverware, sport- 
ing goods, stoves and ranges, tin shop 
and washing machines. 


Mon Tc air, N. J.—I. Seymour Crane, 
Inc., 460 Bloomfield Avenue, has been 
incorporated with a capital of $50,000. 
J. H. Bennett and others are the incor- 
porators, and the stock comprises auto- 
mobile accessories, automobile tires, 
bathroom fixtures, builders’ hardware, 
building paper, cutlery, electrical house- 
hold specialties, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline, guns and ammuni- 
tion, heating stoves, kitchen housefur- 
nishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, prepared roofing, 
refrigerators, shelf hardware, sport- 
ing goods, stoves and ranges and tin 
shop. 

FARMINGTON, N. M.—The Farming- 
ton Lumber & Hardware Co. has been 
incorporated by C. E. Herr and others, 
with a capital stock of $30,000. The 
following items are carried:  Build- 
ers’ hardware, building paper, churns, 
cream separators, crockery and glass- 
ware, cutlery, farm implements, flash- 
lights, guns and ammunition, heating 
stoves, heavy hardware, linoleum and 
oil cloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
prepared roofing, pumps, shelf hard- 
ware, silverware, sporting goods, stoves 
and ranges and washing machines. 


WacraM, N. C.—The Scotland Hard- 
ware Co. will soon occupy its new build- 
ing. As catalogs of the concern were 
destroyed by fire some time ago, dupli- 
cates are requested. 


BAINBRIDGE, N. Y.—Dow Campbell 
has purchased an interest in C. W. Ire- 
land Co., Inc., whose stock consists of a 
line of barn "equipment, bathroom fix- 
tures, belting and packing, builders’ 
hardware, building paper, churns, cut- 
lery, flashlights, fishing tackle, furnaces, 
gasoline, guns and ammunition, ham- 
mocks and tents, heating stoves, heavy 
hardware, kitchen housefurnishings, lu- 
bricating oils, paints, oils, varnishes and 
glass, plumbing department, poultry 
supplies, prepared roofing, pumps, re- 
frigerators, shelf hardware, sporting 
goods, stoves and ranges, tin shop and 
washing machines. 


IrHaca, N. Y.—The Barr Brothers 


Reading matter continued on page 82 


Hardware Co., Inc., 125-127 E. State 
Street, has purchased the adjoining 
building, and will enlarge its business. 
Catalogs requested on store equipment. 


Kineston, N. Y.—B. J. Winne has 
taken over the interest of the late C. F. 
Winne in the firm of L. S. Winne & 
Co., 328 Wall Street, the other partner 
being L. S. Winne. The _ business, 
which is both wholesale and retail, was 
established in 1872. Catalogs re- 
quested on the following: Automobile 
accessories, barn equipment, belting 
packing, builders’ hardware, building 
paper, churns, cutlery, dynamite, farm 
implements, flashlights, garage hard- 
ware, heavy hardware, incubators, me- 
chanics’ tools, poultry supplies, pre 
pared roofing, pumps, refrigerators, 
shelf hardware, silverware and washing 
machines. 


WELLSVILLE, N. Y.—Rockwell C. 
Boyce has purchased the interest of the 
late F. B. Boyce in the Boyce Hardware 
Co., Inc. The firm’s business is both 
wholesale and retail. 


Fargo, N. D.—The G. J. Swanson 
Hardware Co. will occupy its new store 
quarters about March 1. The building 
is now being remodeled, new fixtures 
installed, ete. Catalogs requested on 
automobile accessories, barn equipment, 
bathroom fixtures, builders’ hardware, 
churns, cutlery, dairy supplies, electri- 
eal household specialties, electrical 
supplies and equipment, flashlights, fur- 
naces, garage hardware, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, incubators, kitchen cabinets, 
kitchen housefurnishings, mechanics’ 
tools, paints, oils, varnishes and glass, 
refrigerators, shelf hardware, stoves 
and ranges, tin shop, washing machines 
and wheel toys. 


DUKE, OKLA.—The stock of the Sum- 
mer Hardware Co. has been destroyed 
by fire. 

WAGONER, OKLA.— Castle & Hoefle 
are successors to Castle & Wise. 


Monaca, Pa.—The Monaca Hard- 
ware Co. is erecting a new store build- 
ing, which it is expected will be ready 
for occupancy about April 1 


FounTAIN INN, S. C.— Drummond 
Fowler & Co. will occupy new quarters. 


KENEDY, TEx.—Robert W. Bennett 
has succeeded to the business of How- 
ard Hysaw. The new owner requests 
catalogs on a line of automobile acces- 
sories, automobile tires, bathroom fix- 
tures, builders’ hardware, building 
paper, churns, cream separators, crock- 
ery and glassware, cutlery, dairy su 
plies, dynamite, electrical household 
specialties, electrical supplies and 
equipment, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline engines, guns and 
ammunition, hammocks and tents, har- 
ness, heating stoves, heavy hardware, 
home barbers’ supplies, incubators, in- 
secticides, kitchen cabinets, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, phonographs, poultry 
supplies, pumps, refrigerators, sewing 
machines, shelf hardware, sporting 
goods, stoves and ranges and washing 
machines, 
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around house, shop or garage. 


No Muss—No Fuss 


Quick Sellers and 50% Profit 





Utility Packages of ‘3-M” Sand Paper 


contain twenty 4%x5 inch sheets with 
properly assorted prits for odd jobs 














Stop and consider the annoyance and lost time 


in making, the average small sale of Sand Paper 
in 9x11 sheets. To help the customer decide on 


Mail this coupon and pet 
a ‘“3-M” Utility Package 


the grit wanted, more sheets are taken out than 
are needed. You wrap up a few and put the Sub imapaction: Vienna on 
rest back. Usually they are curled and hard to a display stand such as we 
handle. Often no grit number is shown and one erendraRians 


they 30 back into the wrong, bin. The “3-M” 
Utility Package is sold without losin? a moment. 


Thousands of merchants are 


using, them. 


It is ready to take home and contains the grit 





numbers your customer needs. 


“3-M” Sand Paper 


In Handy 10 Cent Packages 
for Household Use 


BUY FROM YOUR JOBBER 


Saint Paul, Minnesota. 










mounted on attractive display stand. 





For carpenters, painters, mechanics—-who specify 
grit numbers—“3-M”’ in 9x11 sheets. 





Name 
City State 
Jobbers Name 
Jobbers Address 





















DEPT. A. 
Minnesota Mining, & Mtg. Co. 








Without obligation on my part send me 
sample Utility Package of “3-M” Sand Paper 
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New Parking Lamp Offered 


Every driver fully realizes the dan- 
ger to his own and passing cars when 
he parks his car without a light burn- 
ing. 

The Tiffany Mfg. Co., 50 Spring 
Street, Newark, N. J., is marketing 
a small and neat Parking Lamp. In- 
stead of using two headlights, a tail- 
light and a dashlight representing 
twenty candle power, the Parking 
Lamp uses a two candle power bulb 
only. 

The Tiffany Parking Lamp fits flush 
with the fender and has the appear- 
ance of being “built into” the car. 

The mounting screws and connec- 


Tiffany Parking Lamp 


Showing How Bulbs Are Replaced 


tions are concealed and there are no 
screws to rust and become unsightly. 

Due to its rounded lines and low 
mounting it is not liable to be caught 
by passing objects. 
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It has a readily accessible but con- 
cealed switch. A prominent switch is 
an invitation to every passing boy to 
play with the lamp. 

An especially attractive feature in 
the lamp is the very simple operation 
necessary to replace burned out bulbs. 
Instead of removing the two small 
lenses and placing the bulb through 
the small opening in the usual manner, 
bulbs are quickly and easily replaced 
in the Tiffany Lamp by merely snap- 
ping off the cover which leaves the 
lamp socket fully exposed. 


Steel Running Board 


The running board of a machine, due 
to its exposed position, is subjected to 
particularly trying conditions through- 
out its life, moisture often causing 
wood to buckle, warp and shrink. The 


Underside—Smith Running Board 


warping of the board soon mars the 
appearance of a car and lowers its re- 


sale value. The buckling and shrink- 
ing loosens the bolts by which the 
board is attached to the fenders and 
body, causing rattling and an_ in- 
creased rate of depreciation due to the 
resulting weakness of the entire 
structure. 

The A. O. Smith Corp. of Milwau- 
kee, Wis., is putting out a pressed steel 
running board. The new board is of 
practically the same weight as _ its 
wooden predecessor and is absolutely 
rigid. 

A big asset of the steel board is its 


Smith Steel Running Board 


long life. After collisions that would 
splinter and ruin wooden running 
boards, the steel type it is claimed 


can be put into perfect condition with 
a lead hammer. Another advantage of 
the steel board is the ease with which 
it can be attached. The shanks of the 
carriage bolts used for this work never 
held satisfactorily in wood, rendering 
a tight joint impossible. The steel 
boards are so formed that these shanks 
are held firmly, but without binding. 

The Smith steel board is furnished 
in two styles of covering, linoleum and 
aluminum, 


Spreads Spring Leaf and 
Lubricates 


The newest of the products placed 
on the market by the Turner Manufac- 
turing Co., Kokomo, Ind., is the Turner 
Spring Lubricator. It is said to be 
the only spring lubricator on the mar- 














Turner Spring Lubricator 


ket that will spread the spring leaves 
and lubricate them in one operation, 
positively and quickly and without 
muss. 

It is evident that such a product is 
a boon to every car owner. It will 
greatly increase the riding qualities of 
any car and will enable the driver to 
keep his springs properly lubricated. 
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EW GOODS AND NOVELTIES 


roducts Being Placed on the Market by Hardware Manufacturers 


EERE EEE Eee eee 


Utility Tool 


Few tools have the variety of uses 
that the Efficiency Five In One Tool, 
made by the Efficiency Tool Co., 472 


. storehouse for foods. 








if 








Efficiency Five in One Tool 


Milwaukee Street, Milwaukee, Wis., 
offers. 

The general appearance of this tool 
is like a pair of standard pliers, with 
a wire cutting attachment. On closer 
inspection it is found that on each 
handle grip end there is a spanner 
wrench. It has a take down construc- 
tion that enables the user to have the 
benefit of two separate wrenches. 
Complete it also may be used as a pipe 
wrench. 

The tool is made from fifty point 
carbon steel, nickel plated, non-rusting, 
and is both good looking and sturdy. 


Galvanized Metal Window 
Refrigerator 


Rochester Can Co., Rochester, N. Y., 
offer the trade the latest addition to its 


attached to the window casing. It is 
practically at the housekeeper’s finger 
tips and is readily accessible by merely 
raising the window. It provides a 
sanitary and waterproof out-of-doors 
It has a large 
door and a sturdy shelf. The outfit is 
hung on a swivel side bracket so that 
by unlocking a small hook at the side 
the. refrigerator may be swung aside 
for cleaning the window. 


Ball Bearing Arm Sprinkler 


Schlangen Bros. Co., 2435 Irving 
Park Boulevard, Chicago, offer the 
trade an improved type of Schlangen 
arm sprinkler. 

The long curve on the arms permit 
a very wide range in distributing the 
water. With the arms set in an up- 
right position it will sprinkle 15 feet 
high and 30 feet in diameter. The 
main claim is that the area covered is 





Schlangen Sprinkler 


Mjthoroughly watered. With the arms set 
nearly vertical it will cover an area of 


50 feet diameter. This sprinkler will 


Jalso, it is said, sprinkle only over a few 


Iron Horse Window Refrigerator 


Iron Horse Brand of metal ware. The 
new product is the Iron Horse galvan- 
ized iron window refrigerator. 

It requires no ice in use and may be 


jfeet by turning the water pressure 


brass and will not rust or stick. The 
head revolves on ball bearings. 


Waterproof Sandpaper 


The Minnesota Mining & Mfg. Co.,, 
St. Paul, Minn., recently announced the 
perfection of a waterproof sandpaper. 
This material will, it is said, fill a long- 
felt want in many industries. It is 
especially useful in the automobile 
painting trade, and can be used with 
water at an immense saving of time in 
place of pumice stone in rubbing out 
color and color varnish coats and also 
on first coats of rubbing varnish. 

It is also used with water in sanding 
rough-stuff, S.0.S. sand-off and other 
filler coats. Water washes out the 
sandpaper so that it does not fill up or 
gum up, making it last much longer 
and it also cuts faster. The water 
keeps down all dust. 

It is very efficient in dry sanding of 
varnish or shellac. Painters may use 
it on interior finish, both dry as a sub- 
stitute for ordinary sandpaper and 
with water on certain classes of work 
as a substitute for pumice. 


Bull Frog Wheelbarrow 


The Toledo Wheelbarrow Co., Toledo, 
Ohio, has added a new type New Eng- 
land Garden Barrow, No. 4, to its Bull 
Frog Line. 

The barrow has handles measuring 
1% by 2 by 58 inches. The bed is 27 
inches long on the inside, the width at 
the handles being 21% inches, the 
width at the wheel 18 inches. The side 
boards are 27 inches long and 11% 
inches wide. The wheel is 20 inches in 
diameter, the tire 2 by % in. and the 
spokes are %-in. round. The barrow 
is painted green and varnished. 

The No. 4 New England type garden 
barrow has “the never break wheel” 
and other important features of the 
Bull Frog Barrows. 


New England Type Garden. Barrow No. 4 
Reading matter continued on page 78 
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fs CHAR, | 
An icon 


ichards-Wilco ; 


There is an added conveni- 
ence as well as dignity in a 
vanishing French door. Such 
a door lends beauty to any 
home. 


O] 
WILCOX 


‘“uror 


House Door 
Hangers 


Should be a part of every progressive hard- 
ware dealer’s stock. Our advertising is influ- 
encing architects, builders and home build- 
ers everywhere to specify R-W door hanger 
hardware. 


The old-time prejudice against sliding 
doors, created by their ofttimes noisy, diffi- 
cult operation, has been eliminated by the 
easy, noiseless action of R-W hangers. 


Write today for our New 
Catalog UC4 
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RICHARDS | 


7 












































HARDWARE AGE 


January 26, 192) © 


In the Morning's Mail 


Blatz Heads Bridgeport Brass 
Sales 


The Bridgeport Brass Co. has an- 
nounced the appointment of W. D. 
Blatz as their general sales manager. 
Mr. Blatz joined the marketing organi- 
zation of the Bridgeport Brass Co. in 
1915 at the age of thirty, after having 
had twelve years’ experience in the 
banking and brokerage business where 
he became well-known in_ financial 
circles. During his six years’ connec- 
tion with the company, he has made 
a thorough study of the brass indus- 
try in all its various branches and has 
traveled extensively. 


McDougall-Butler Changes 


E. O. Schneider, who has been in 
charge of the purchasing department 
of the McDougall-Butler Co., Inc., 
makers of Buffalo quality paints and 
varnish, Buffalo, N. Y., has taken up 
his new work as representative of that 
company in Eastern Pennsylvania, with 
Philadelphia as his headquarters. 

Mr. Schneider started his paint 
career in the sales end of the white 
lead industry, where he served three 
years before connecting with the Mc- 
Dougall Paint Co. He then served with 
the troops on the Mexican border, and 
shortly after his return left for France, 
where he saw active service, and after 
the Armistice was with the Army of 
Occupation in Germany. On his return 
from Government service Mr. Schneider 
joined the forces of the McDougall- 
Butler Co., Inc. and was made pur- 
chasing agent. The position of assist- 
ant-sales manager was also filled by 
him. 

In his new work Mr. Schneider will 
eo-operate with the McDougall-Butler 
distributors, Leighton-McMullin Co., 
Inc., Philadelphia, and the Maloney Oil 
& Manufacturing Co., Scranton. The 
latter concern has recently opened a 
wholesale paint store in Wilkes-Barre 
and Mr. Schneider will work in that 
field also. 

The purchasing department of the 
McDougall-Butler Co., Inc. is now in 
charge of Robert F. Maloney. Mr. 
Maloney’s experience and knowledge 
along these lines make him particularly 
well fitted for the position. He has 
been with the company for the past two 
years. 


Bridge & Beach Elections 


At the stockholders’ meeting of the 
Bridge & Beach Manufacturing Co., 
St. Louis, Mo., held January 17, the 
following directors were re-elected: 
Hudson E. Bridge, L. H. Booch, Henry 
C. Hoener, John F. Shepley, Louis H. 
Riecke, Laurence D. Bridge and Geo. 
Leighton Bridge. 

The board elected the following offi- 


cers: Hudson E. Bridge, president and 
treasurer; L. H. Booch, vice-president 
and manager; Henry C. Hoener, vice 
president; Louis H. Riecke, secretary; 
Geo. Leighton Bridge, assistant sec- 
retary; A. F. Gammeter, assistant- 
treasurer; Laurence D. Bridge, as- 
sistant-treasurer. 


American Hardware & Supply 
Co. Holds Annual Meeting 


The annual meeting of the stock- 
holders of the American Hardware & 
Supply Co., Pittsburgh, was held in 
the Fort Pitt Hotel in that city on Jan. 
23-24. The attendance was large. 
nearly 250 stockholders in this concern 
and their wives being present. The 
election of officers and directors for the 
ensuing year was held, the result of 
the election being received too late to 
be printed in this issue of HARDWARE 
AGE. 

In addition to the business sessions, 
there was a dinner given in the Fort 
Pitt Hotel Monday night for the stock- 
holders and their wives, followed by a 
theater party. On Tuesday, a lunch- 
eon for the ladies was given at the 
hotel, they afterward attending a mat- 
inee at the theater as the guests of 
the company. C. W. Scarborough, the 
well-known hardware man of Pitts- 
burgh, is president; W. M. Scott, a 
hardware dealer of Carnegie, Pa., is 
vice-president and W. W. Jacobs is 
secretary and treasurer of the Ameri- 
can Hardware & Supply Co. 


Hollowell with King Tool 


Announcement has been made to the 
effect that D. H. Hollowell, formerly 
with the Alvord Reamer & Tool Co., 
Millersburg, Pa., will shortly become 
identified with the King Tool Co., As- 
bury Park, N. J., as sales manager of 
the company. 


H. L. Cremer Co. Expands 


The patents and business conducted 
in Shelburne Falls for the past four 
years by the Metal Writing Fluid 
Mfg. Co., have been sold to the H. 
L. Cremer Co., 208 North Wabash 
Avenue, Chicago, IIl., which will manu- 
facture and sell a writing fluid under 
the formulas perfected by Francis R. 
Sullivan who controlled the Metal 
Writing Fluid Co. 


Spahr Leaves’ Winchester 


Robert H. Spahr, director of educa- 
tion Winchester Repeating Arms Co., 
New Haven, Conn., has been made in- 
structor in foremanship of the Spring- 
field, Mass., division, Northeastern Uni- 
versity. 


Patterson Leaves Westinghouse 
Electric 


W. H. Patterson, who has been asgo- 
ciated with the Westinghouse Electric 
& Mfg. Co., East Pittsburgh, Pa. for 
sixteen years, has resigned to become 
vice-president of the Kaestner & 
Hecht Co., electric elevator builders, 
Chicago. Mr. Patterson has been iden- 
tified for some years with the develop. 
ment of motors and control apparatus 
for application to cranes, compressors, 
elevators, hoists and machine tools. He 
is a member of the American Institute 
of Electrical Engineers, American So- 
ciety of Heating & Ventilating En- 
gineers, American Society of Re- 
frigeration Engineers, Association of 
Railway Electrical Engineers, and the 
American Welding Society. 


Roland Gerry Promoted 


Roland Gerry, a director of the Jones 
& Laughlin Steel Co., of Pittsburgh, 
and for many years manager of sales 
of the cold rolled products, has been 
advanced to the position of special 
sales representative of the company 
for the United States and Canada, this 
to take effect on Feb. 1, next. Mr. 
Gerry will be succeeded by William B. 
Todd, now. vice-president of the Union 
Drawn Steel Co., Beaver Falls, Pa. 

Mr. Gerry has been connected with 
the Jones & Laughlin Steel Co., in 
various capacities for forty-one years, 
being steadily advanced in the sales 
departments from one responsible po- 
sition to another, and has now reached 
the new and responsible position that 
he will occupy starting with the first 
of next month. His friends through- 
out the steel trade in all parts of the 
country are legion, and they will be 
gratified and pleased to hear of his 
new appointment. 

Mr. Todd has been connected with 
the Union Drawn Steel Co., for more 
than twenty years, having entered its 
employ in the mill offices in a minor 
capacity, and has been steadily ad- 
vanced through the various depart- 
ments, until he’ was made vice-presi- 
dent a few years ago. 


Erwin D. Lowell Dies 


Erwin D. Lowell, secretary and put- 
chasing agent of the American Fork & 
Hoe Co., Cleveland, died Jan. 9 after 
a week’s illness, aged forty-nine years. 
He had been associated with the com- 
pany for seventeen years. 


Home Sewing Machine Changes 


C. R. Scarborough, New York, presi- 
dent Home Sewing Machine 
Orange, Mass., and Harvey S. Jawley, 
treasurer, have retired, and have been 
succeeded by DeForest Candee. 


Reading matter continued on page 80 
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The live hardware 
dealer says: 





‘Have You Met This Fellow? 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


The largest hose manu- 


facturers.in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 


“He breezes in and asks for garden 
hose—‘A cheap sort that will last 
through one season.’ 


““There’s no such thing as one sea- 
son garden hose. A hose which you 
can honestly sell to last the season 
through is likely to last for several 
more. 


“The man who asks for one season 
hose is the man that comes back yell- 
ing that you misunderstood him—he 
bought garden hose and not a 
colander. 


“‘Human nature is peculiar. It is 
safer for the merchant to sell only 
those qualities of goods that will give 
satisfactory service. 


‘‘-cuch as our standard brands of 
%ths hosee—BULL DOG, GOOD 
LUCK and MILO.”’ 
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Notes of the Retail Hardware Trade 


LA HaBRA, CAL.—The La Habra 
Hardware Co. has commenced business 
here, to deal in the following, on which 
catalogs are requested: Barn equip- 
ment, bathroom fixtures, builders’ 
hardware, building paper, churns, 
crockery and glassware, cutlery, dairy 
supplies, electrical household special- 
ties, electrical supplies and equipment, 
flashlights, fishing tackle, garage hard- 
ware, guns and hammocks, heating 
stoves, heavy hardware, kitchen house- 
furnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
prepared roofing, refrigerators, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, washing machines 
and wheel toys. 


OXNARD, CAL.—The Plaza Hardware 
Co. has purchased the stock of the Ox- 
nard Hardware & Implement Co. 


Los ANGELES, CAL.—E. E. Stockton 
and C. H. Spurgin will open a store 
under the firm name of Stockton & 
Spurgin at 332-334 North Western 
Avenue, and carry a general line of 
builders’ hardware, kitchen housefur- 
nishings, tools, cutlery, automobile ac- 
cessories, paints, oils and _ sporting 
goods. 


San Dreco, CaAL.—The Klindt’s Sport 
Goods Store has recently been opened at 
301 E. Street, where a wholesale and 
retail stock will be carried. Catalogs 
requested. 


BLUFFTON, IND.—The Bluffton Im- 
plement Co, is purchaser of the imple- 
ment stock of Thompson & Waugh. 
Catalogs requested. 


RUSHVILLE, IND.—E. E. Polk, North 
Main Street, has taken over the stock 
and business of S. L.. Hunt. 


SALINA, KAN.—T. J. Collier & Sons 
have sold their stock here, and also dis- 
continued their business at Benning- 
ton. 

Mr. Morris, Micu.—Fred Powell & 
Son, formerly in business at Gladwin, 
have opened a store here, carrying a 
stock of the following, on which cata- 
logs are requested: Automobile acces- 
sories, automobile tires, barn equip- 
ment, belting and packing, bicycles, 
builders’ hardware, building paper, 
churns, cream saparators, cutlery, 
dairy supplies, electrical household spe- 
cialties, electrical supplies and equip- 
ment, farm implements, flashlights, 
fishing tackle, garage hardware, gaso- 
line engines, guns and ammunition, 
hammocks and tents, heating stoves, 
heavy hardware, insecticides, kitchen 
cabinets, kitchen housefurnishings, 
linoleum and oil cloth, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, photographs, prepared roof- 
ing, pumps, shelf hardware, sporting 

s, stoves and ranges, toys and 
games, washing machines and wheel 
toys. 

HuNTER, Mo.—The stock of M. C. 
Brown has been sold. Skinner & Webb 
are the purchasers. 

INMAN, NEB.—The stock of the In- 
man Implement & Hardware Co. has 
been damaged by fire. The concern ex- 
a to occupy its new building about 

ay 1. 


ARLINGTON, N. J.—The Savage 
Hardware & Supply Co., 467 Elm 
Street, has been incorporated to do 
both a wholesale and retail business. 
The capital is $12,000, and N. Savage 
and others are the incorporators. The 
concern’s line will comprise the follow- 
ing, on which catalogs are requested: 
Automobile accessories, automobile 
tires, bathroom fixtures, belting and 
packing, builders’ hardware, building 
paper, crockery and glassware, cutlery, 
electrical household specialties, electri- 
cal supplies and equipment, flashlights, 
fishing tackle, garage hardware, guns 
and ammunition, heating stoves, heavy 
hardware, insecticides, kitchen house- 
furnishings, linoleum and oil cloth, 
lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing: de- 
partment, prepared roofing, refrigera- 
tors, shelf hardware, silverware, sport- 
ing goods, stoves and ranges, tin shop 
and washing machines. 


MontTc.air, N. J.—I. Seymour Crane, 
Inc., 460 Bloomfield Avenue, has been 
incorporated with a capital of $50,000. 
J. H. Bennett and others are the incor- 
porators, and the stock comprises auto- 
mobile accessories, automobile tires, 
bathroom fixtures, builders’ hardware, 
building paper, cutlery, electrical house- 
hold specialties, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline, guns and ammuni- 
tion, heating stoves, kitchen housefur- 
nishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, prepared roofing, 
refrigerators, shelf hardware, sport- 
ing goods, stoves and ranges and tin 
shop. 


FARMINGTON, N. M.—The Farming- 
ton Lumber & Hardware Co. has been 
incorporated by C. E. Herr and others, 
with a capital stock of $30,000. The 
following items are carried:  Build- 
ers’ hardware, building paper, churns, 
cream separators, crockery and glass- 
ware, cutlery, farm implements, flash- 
lights, guns and ammunition, heating 
stoves, heavy hardware, linoleum and 
oil cloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
prepared roofing, pumps, shelf hard- 
ware, silverware, sporting goods, stoves 
and ranges and washing machines. 


WacraM, N. C.—The Scotland Hard- 
ware Co. will soon occupy its new build- 
ing. As catalogs of the concern were 
destroyed by fire some time ago, dupli- 
cates are requested. 


BAINBRIDGE, N. Y.—Dow Campbell 
has purchased an interest in C. W. Ire- 
land Co., Inc., whose stock consists of a 
line of barn equipment, bathroom fix- 
tures, belting and packing, builders’ 
hardware, building paper, churns, cut- 
lery, flashlights, fishing tackle, furnaces, 
gasoline, guns and ammunition, ham- 
mocks and tents, heating stoves, heavy 
hardware, kitchen heustturnichiaes, lu- 
bricating oils, paints, oils, varnishes and 
glass, plumbing department, poultry 
supplies, prepared roofing, pumps, re- 
frigerators, shelf hardware, sportin 
goods, stoves and ranges, tin shop an 
washing machines. 


IrHaca, N. Y.—The Barr Brothers 
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Hardware Co., Inc., 125-127 E. Stat 
Street, has purchased the adjoining 
building, and will enlarge its busin 

Catalogs requested on store equipment 


Kincston, N. Y.—B. J. Winne 
taken over the interest of the late C, FP 
Winne in the firm of L. S. Winne 
Co., 328 Wall Street, the other partne 
being L. S. Winne. The busine 
which is both wholesale and retail, wai 
established in 1872. Catalogs 
quested on the following: Automobi 
accessories, barn equipment, belting 
packing, builders’ hardware, buildin 
paper, churns, cutlery, dynamite, far 
implements, flashlights, garage han 
ware, heavy hardware, incubators, me 
chanics’ tools, poultry supplies, ; 
pared roofing, pumps, refrigerat 
shelf hardware, silverware and washing 
machines. i 


WELLSVILLE, N. Y.—Rockwell @ 
Boyce has purchased the interest of the’ 
late F. B. Boyce in the Boyce Hard 
Co., Inc. The firm’s business is both 
wholesale and retail. 


FarGo, N. D.—The G. J. Swanse 
Hardware Co. will occupy its new stor@ 
quarters about March 1. The building 
is now being remodeled, new fixt 
installed, ete. Catalogs requested 
automobile accessories, barn equipm 
bathroom fixtures, builders’ hardwa} 
churns, cutlery, dairy supplies, electrk 
eal household specialties, elect 
supplies and equipment, flashlights, far 
naces, gara ardware, heating stoves, 
heavy hardware, home barbers’ 
plies, incubators, kitchen cabin 
kitchen housefurnishings, mechan 
tools, paints, oils, varnishes and gl 
refrigerators, shelf hardware, ste 
and ranges, tin shop, washing machine 
and wheel toys. 


DukB, OKLA.—The stock of the Su 
mer Hardware Co. has been destreo 
by fire. 


WAGONER, OKLA.— Castle & Ho 
are successors to Castle & Wise. 


Monaca, PA.—The Monaca de 
ware Co. is erecting a new store buill 
ing, which it is expected will be ready 
for occupancy about April 1. . 


FouNnTAIN INN, S. C.— Drummon@ 
Fowler & Co. will occupy new qua 

KENEDY, TEx.—Robert W. Bennet 
has succeeded to the business of He 
ard Hysaw. The new owner request 
catalogs on a line of automobile ace 
sories, automobile tires, bathroom 
tures, builders’ hardware, build 
paper, churns, cream separators, cro 
ery and glassware, cutlery, dairy § 
plies, dynamite, electrical housel 
specialties, electrical supplies 
equipment, farm implements, 
lights, fishing tackle, furnaces, ga 
hardware, gasoline engines, guns 
ammunition, hammocks and tents, h 
ness, heating stoves, heavy hardware 
home barbers’ supplies, incubators, B 
secticides, kitchen cabinets, lubricat 
oils, mechanics’ tools, paints, oils, 
nishes and glass, phonographs, pov 
supplies, pumps, refrigerators, sewil 
machines, shelf hardware, sports 
goods, stoves and ranges and washi 
machines. 
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